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Rebuilding Clause 
Cuts Rural Losses 
In Canadian Field 


Survey by Fire Marshal Scott Shows 
Loss Frequency Nearly 300% 
Better Under Form 


NO SPONTANEOUS COMBUST’N 


Much Higher Percentage of Struc- 
tures Rebuilt Under This Type of 
Policy; How Method Operates 














After two years experience eight farm 
mutuals in Canada have demonstrated 
that the Rebuilding Clause type of fire 
policy is 300% better than the ordinary 
respects loss frequency. In 
December, 1937, The. Eastern Under- 
writer published an article prepared 
upon request by Fire Marshal W. J. 
Scott of Ontario, in which he explained 
this rebuilding clause form in detail. A 
variety of reasons have been advanced 
why it cannot be used to advantage 
in the United States. 

To discourage intentional fires 
in Canada have 


policy as 


some 


nsurance companies 
been using this means to divest barn 
fres of their profits. The rebuilding 


clause attached to the fire policy pro- 
vides that only half the indemnity will 
be paid until such time as the assured 
shall rebuild or repair, when he shall 
receive the balance of his lawful claim 
with interest. The rates for such cover- 
age are lower than for the usual form. 
It has been found that this plan not 
only discourages burning for insurance 
recovery but encourages assureds with 
legitimate fires to rebuild and reestablish 
their business. 
Scott Conducts Survey 
A survey of two years experience of 
eight farm mutuals using the rebuilding 
clause was conducted by Ontario Fire 
Marshal Scott. The data was gathered 
on policies involving over $31,000,000 re- 
building clause insurance and showed 
that the clause gained an advantage of 
nearly 300% in loss frequency and 29% 
in loss experience over the ordinary 
policy. Fires due to carelessness were 
reduced by half, lightning losses were 
down by 50% and spontaneous combus- 
tion losses were eliminated. 
Plan of Survey 
In the opinion of experts the results 
of the survey reveal that not only is 
the rebuilding clause a deterrent to 
arson, but to carelessness, a much 
greater known cause of fires. The sur- 
vey is tabulated as follows: Fires under 
rebuilding policies were only 4.9% of 
(Continued on Page 14) 
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— one good list of names and ad- 

dresses of vacationists. Sprinkle well 
with appropriate folders. Add one call to 
explain needed protection. Be sure to in- 
clude one part Residence Burglary, one 
part Automobile Insurance, one Personal 
Effects Floater. A good portion of Per- 
sonal Accident coverage should be added, 
with some Sports Liability for good 
measure! 

Try it today and forget there is such a 
thing as “Summer Slump!” Then take a 
well-earned vacation and pay for it with 
the additional business you've written! 
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Intuitive Prospecting 


In the Penn Mutual’s training course, “Organized Life 
Insurance Selling,” is the following description of intuitive 
prospecting: 

This method of getting prospects depends on the senses, 
all six of them, from sight and sound to commonsense—inter- 
preting what you see and hear each day in terms of life insur- 
ance by using your head. Four instances make clear this | 
method: 


1. If you saw a delivery van unload a baby carriage in 
front of the home around the corner from where you live, would 
it mean anything to you? 


2. If, on the way from the train to your office in the 
morning, you overheard one man say to another “I’ve just moved 


a | 

my office to the new Blank Building, the old place got too small,’ 
might it mean anything to you? 

3. If the man in the next office sells his Ford and buys a 
LaSalle, would it mean anything to you? 

4, Suppose you heard of a man or woman who has just 
received a promotion, profit, or a substantial legacy, would that 
have any business significance to you? 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 








WILLIAM H. KINGSLEY 
Chairmen of the Boerd 


INDEPENDENCE SQUARE, PHILADELPHIA 





March 3, 1879 











$3.00 a Year; 25c. per Copy 





Investment Seminar of 
A. L. C. Proves Highly 
Successful Course 


Two Weeks Advanced Study Com- 
pleted By 73 Students At 
Indiana University 


DISTINGUISHED TEACHERS 


Staff Prominent in Their Fields; 
Seminar Result of Several 
Years Planning 














All those who had a part in planning 
for and carrying out the first Life Offi- 
cers Investment Seminar held the latter 
part of July at Indiana University, 
Bloomington, are highly pleased with the 
results. A maximum of students had 
been set at seventy-five and the actual 
enrollment was seventy-three from fifty- 
seven companies. Advance indications 
are that for the 1941 investment seminar 
many more requests will be received and 
consideration has already been given to 
increasing the maximum to eighty. 

A dinner was held at the close of the 
seminar, July 26, when certificates of at- 
tendance were presented by Colonel C. 
B. Robbins, manager and general counsel 
of the American Life Convention, and 
talks were made also by President Wells 
of Indiana University and Coach “Bo” 
McMillin of the University. 

Planned for Several Years 

idea of an investment seminar 
discussion for several 
years in the Financial Section of the 
American Life Convention. One of those 
most active in promoting the plan was 
Alex B. Cunningham, vice-president of 
Western Life of Montana, who while 
chairman of the Financial Section, did 
much to carry the project to realization. 

The course of study was primarily con- 
ceived for the purpose of providing a 
means for men interested in the invest- 
ment problems of life insurance compa- 
nies to study, under competent instruc- 
tors, the basic economic factors that 
have been and are constantly at work 
in this country and the world generally, 
and their proper relationship to the in- 
vestment policy of a life insurance com- 
pany. 

As carried out, each morning for the 
two weeks period was divided into three 
hourly basic courses with different in- 
structors each week. The main course 
held the first hour, had the general 
title of: “Money Credit and Interest 
Rates,” the instructors being two widely 
known and outstanding men, namely, 
Chester A. Phillips, acting president, and 
dean, College of Commerce, State Uni- 
versity of Iowa, the first week, and 
Marcus Nadler, professor of banking 
and finance, and research director of 
Institute of International Finance, New 
York University, the second week 

The second hour for the full two weeks 
was devoted to various approaches to 

(Continued on Page 8) 
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UPPER BRACKET MAGAZINES 
YOIN LIFE ON UNION CENTRAL 
ADVERTISING SCHEDULE 


Fortune, Time, 
Newsweek, Busi- 
ness Week to carry 


special campaign 


appealing to large 
insurance buyers. 


Regular campaign 

continues to reach 

Life's tremendous 
circulation — 


18,000,000 readers. 


UNION CENTRAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 
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Life Agency Cashiers Association of U.S. 
And Canada Growing Rapidly 


Year-Old Organization Now Has 18 Local Groups; 
A. F. White First President, W. B. Spencer Now Head 


The Life Agency Cashiers Association 
j the United States and Canada is an 
utgrowth of the cashiers association 
movement inaugurated in San Francisco 

August, 1937. This movement gained 
sideapeen recog nition and in re sponse 
) requests for information in connec- 
tion with the establishment of associa- 
ns in many cities, an exchange of 
correspondence took place which indi- 
cated a need for a national association. 
San Francisco took the initiative in the 
formation of such a body and the Life 
Agency Cashiers Association of the 
United States and Canada was founded 
with initial headquarters in San Fran- 
cisco, Officers elected were these: 

Albert F. White, C. L. 

Mutual Life, president. 

M. G. Bath, Sun Life, vice-president. 

Bronson B. Gillogly, Pacific Mutual 

Life, second vice-president. 

Thomas W. Hoag, Penn 

third vice-president. 

& W. Toon, Union 

tary. 

V. G. Benedict, Lincoln 

Life, assistant secretary. 

Neil L. Ball, Manufacturers 

treasurer. 

The following directors were also 
elected: Leo P. Dempsey, New York 
Life; H. E. McCrimmon, Reliance Life; 
Denis Lawton, John Hancock; and Mor- 
ris - BR. Currey, Mutual Benefit. 

r. White joined the Phoenix Mutual 
fe in 1924 as cashier in the Washing- 
ton office, a sub-agency of Baltimore; 
and three years later was transferred to 
Baltimore as cashier of that office. In 
1930 he was transferred to San Francisco 
as cashier. He became a C.L.U. in 
1932, +x has been active in San Fran- 
isco C.L. U. affairs since that time. He 

one of the founders of the San Fran- 
» Life Agency Cashiers Association 
nd has held the offices of secretary- 

reasurer, vice-president and president of 
tha having been elected to 





U., Phoenix 


Mutual, 
Central, secre- 


National 


Life, 

















hat association, 
e latter office in August 1938. He was 
lected first president of the Life Avency 
Cashiers Association of the United States 
and Canada effective July 1, 1939. 


New Officers 

_ New officers of the Life Agency Cash- 
lers Association of the United States and 
Canada were elected last month. Thev 
are all Philadelphia men. President of 
he association now is W. B. Spencer, 
cashier of the eastern Pennsylvania de- 
partment of the Reliance Life. He start- 
e San Francisco 





‘d with the company in 
1 1926 and in 1921 was transferred to 
P rtland, Ore., where he became cashier. 
In 1936 he was made cashier at Phila- 
delphia. Other officers elected follow: 

Vice-President in charge of home office 
rel ations, Arch McQuilken, Fidelity Mu- 
vice-president in charge of associa- 
Mu publications, John Delano, State 

utual ; vice-president, George Boswell, 
Mutual Benefit; secretary,- Emory Peter- 
con, assistant to Fred R. Ellis, premium 
ier, Penn Mutual; treasurer, Carlton 
We odward, Prudential. 


Membership of 18 Associations 


Under the terms of the constitution, 
national headquarters will transfer 





on 





“ach year to the city most active in life 


agency cashiers association work and 
with no city holding such headquarters 
more than once in five years. The local 
association achieving the headquarters 
will be presented with “The Founders 
Trophy,” an annual award presented 

further recognition of their accomplish- 
ment. Under a point basis outlined in 
the Constitution, all phases of local asso- 
ciation membership and activity are 
taken into consideration in determining 
the best qualified group each year. The 


national officers for the succeeding year 
are then chosen from the membership 
of the headquarters association, It is 
believed that at least for the present this 
is a more practical means of conducting 
national activity and avoids the disadvan- 
tages incident to officers being distrib- 
uted over this country and Canada. 
Headquarters for 1940-41 are in Phila- 
delphia. 

The progress of the National Associa- 
tion to date may be indicated by the 











Arnold & Kellogg 


The large white building with irregular set-backs stretching along 25th Street 
at Madison Square is the newest of the Metropolitan Life’s home office group 





Easterners Awarded C L U Designation 


College 
names of 


of Life Under- 
writers candidates 
completing the entire CL U examination 
1940. from the East 


The American 
announces 
series in Those 
follow: 
New 
Teonard F., 


Leonard J. 
George Siegel of the 


York: Paul 
Donnelly, 
McNamara, 


Alpern, Nathan Bickman, 
Herman G. Engelhardt, 
Edward J. Nofer, 
Meropolitan; William B. 
Connett, Harold N. Sloan of the Prudential; 
Frederick P. Andersen, James V. Quinn, Equi- 
table Society; David B. Adler, Joseph Love- 
joy, Jr., Penn Mutual; Harold W. Baird and 
Maurice E. Jacobs, Northwestern Mutual; Stan- 
ford Bissell. Home Life; Benjamin G. Jacobs, 
Travelers; Alan M. Mark, Connecticut Mutual; 
Joseph S. Siegel, Union Central. 
Philadelphia: L. L. Cluster, New York Life; 
Gordon K. Harper, Phoenix Mutual; Lucien 
A. Hauslein, A. Mason McNeill, Provident 
Mutual; William F. Lee, Runcie L. Tatnall, 
Penn Mutual; William G. Pierce, William J. 


Rienzi and James E. Sax, Travelers; Anthony 
lL. Munday, Fidelity Mutual. 

3oston: Richard L. Emerson, Phoenix Mu- 
tual; Morton L. Lavine, Equitable Society; 
Douglas S. Perry, Travelers. 

Pittsburgh: J. Douglas Anderson, National 
Life and Accident; William A. Hansen, Massa- 


chusetts Mutual; Edward L, Sittler, Jr., Mu- 


General; James 


Hartford: M. ¢ 3aker, Conn. 
E Woodson, Re- 


Scholefield, and Benjamin N., 
search Bureau. 
Washington: 
Life; James S. Aetna; 
State Mutual. 

Newark: Emanuel M. Belkin, Charles W. 
Earnshaw, Kenneth C. Foster and Harold M. 
Stewart, Prudential; Frank W. Dedman, New 
York Life; David Marks, Jr., Mutual Life. 

Buffalo: John G. Castle, State Mutual; Stanley 
C. Collins, Metropolitan; Don R. Hinkley, New 
England Mutual; and Warren B. Smith, Jr. 

Springfield, Mass.: Ralph E. aoe, National 
Life of Vermont; E. Lloyd Mallon, Kenneth 
W. Perry, and Walter W, Vander Wolk, 
Massachusetts Mutual, 


Reliance 
Leon Katz, 


Dumont Beerbower, 


Holmes, 


present membership of eighteen local 
associations, eating the following: 

San Francisco, California; Jackson- 
ville, Florida; Omaha, Nebraska; Sioux 
City, Iowa; asi Pennsylvania; 
Los Angeles, California; Portland, Ore- 
gon; Columbus, Ohio; Quebec, Canada; 
3altimore, Maryland; Toledo, Ohio; 
Pittsburgh, Pennsylvania; Washington, 
D. C.; Milwaukee; Rochester; Mem- 
phis; Chicago; and Springfield, Mass., 
with Houston, Tex., pending. 

Issues Monthly Publication 

The purposes for which cashiers joined 
together in local associations will be 
amplified through the medium of the Life 
Agency Cashiers Association of the 
United ore and Canada. It is expected 
that this will be accomplished in several 
directions, including a more extensive 
and diversified exchange and dissemina- 
tion of ideas. This should be equally 
beneficial to the individual cashiers as 
well as the local associations. The cash- 
iers association movement is iri its in- 
fancy and member associations should 
profit by the experience of other asso- 
ciations. 

The Life Agency Cashiers Association 
issues a monthly publication, “The Cash- 
ier,” which includes articles contributed 
by cashiers throughout the United States 
and Canada on subjects allied to the field 
of life agency cashiering as well as news 
items in connection with local associa- 
tion activities. The first issue of “The 
Cashier” contained letters of congratula- 
tion and good wishes from home office 
officials and others allied to the field 
of life insurance, indicating the close 
cooperation and interest that exists with 
the home o:: ces in connection with this 
movement. Many of these letters ex- 
press views which are the guiding prin- 
ciples of the association and which are 
typified by the motto as contained in the 


Constitution “Service—Education—Coop- 
eration—Fellowship.” Included in recent 
issues of “The Cashier” have been two 
articles by Mr. White, entitled “Pros- 
pecting At The Counter” and “Capital- 
izing on Age Changes”; two by Christine 


Ludwig of the State Mutual who was 
elected president of the Chicago associa- 
tion, entitled “Furnishing Leads to 
Agents” and “The Cashier’s Part.” Also, 
“Minimizing Telephone Expenses” by 
Thomas W. Hoag, Penn Mutual; “Sales- 
manship in Conservation,” by Victor G. 
Benedict, Lincoln National Life; “Op- 
portunity for Cashiers” by Bronson G. 
Gillogly, Pacific Mutual; “Introducing 


the New Agent” by C. W. Toon of the 
Union Central; “The Life Office Cash- 
ier” by V. T. Motsenbacher, San Fran- 


cisco manager Sun Life. 

The National Association believes that 
one of its primary objectives is to largely 
increase the number of cashiers associa- 
tions. Every effort is being made to 
assist in the establishment of new local 
associations and material has been pre- 
pared for the purpose of assisting those 


interested in creating new associations 
The National Association hopes to 
further the educational interest of cash- 


iers through cooperation with H. FE. St 


Claire, associate secretary of the Life 
Office Management Association and with 
C.L.U. study work. 


Page 4 





SR PL ROHR TDL 








THE EASTERN 








August 9, 1949 














Dominion Officials 
Won’t Meet This Year 


BUT NO CESSATION OF WORK 





September Convention Canceled Because 
of War; Usual Conference Reports 
to Be Distributed 
Toronto, Aug. 7—The annual confer- 
ence of the Association of Superintend- 
ents of Insurance of the Provinces of 
Canada, which was scheduled to have 
been held in Saskatoon in the week of 
September 16 has been canceled, accord- 
ing to a statement which was issued 
today by Wilson E. McLean, secretary. 
In reaching the decision that no con- 
ference should be held, the members of 
the Association did so, not with the 
intention that there would be a cessation 
of the work, but rather that it should 
be carried on by the various committees 

and interest maintained. 

Now that the full significance of the 
war has been made apparent, however, 
it has been decided to postpone the con- 
ference for this year at least. Whether 
there will be such a conference in 1941 
will not be decided upon until next year. 

While the conference itself will not 
take place, there will be no postpone- 
ment of the consideration of the mat- 
ters involved, This will have to be car- 
ried on through the medium of reports 
and correspondence and such other 
means at the disposal of the Associa- 
tion, 

In order to continue the work it has 
been decided that the usual conference 
reports will be submitted and will be 
made available for distribution in the 
usual way, notwithstanding the postpone- 
ment of the meeting. 





GOOD JULY FOR NAT'L LIFE 

The best July business which the Na- 
tional Life of Vermont has enjoyed for 
ten years is reported by the agency de- 
partment. The total for the month just 
past was $4,499,326, ‘paid volume, an in- 
crease of slightly more than 50% over 
July 1939. The first seven months of 
the current year have shown a paid 
business exceeding that of the same 
period of 1939 by 13.78%. 

Due to excellent conservation and a 
favorable mortality, the increase in in- 
surance in force during the month of 
July totalled $2,044,751, which brings the 
increase in insurance in force for the 
first seven months of 1940 to a total 
of $10,216,043. 





LOS ANGELES C.L.U. COMMITTEES 

President A. C. Duckett of the Los 
Angeles chapter, Chartered Life Under- 
writers, has named the chairmen of the 
chapter’s standing committees for the en- 
suing year. 

They are: C, L. U. institute, Rollo 
Hays, Jr., New England Mutual; public 
relations, F. W. Pierce, Connecticut Gen- 
eral; attendance, George Quigley, Jr., 
Manufacturers Life of Canada; program, 
Howard Neal, Occidental; and enter- 
tainment, Miller Hickox, Prudential. 





INCREASE FOR REL‘ANCE LIFE 
A gain of 4.1% in new life insurance 
paid for during the first seven months 
of this year, compared with the same 
period of 1939, is reported by the Re- 
liance Life of Pittsburgh. The volume: 
totals $31,093,255. d 

Last month $4,176,459 of new life insur- 
ance was paid for, representing an in- 
crease of 128% compared with July, 
1939. With increases every month of 
this year, the life insurance in force 
in this company is rapidly approaching 
the half-billion dollar mark. At the 
close of July the figure was $496,146,789. 
The Office Management Division of 
the American Management Association 
will hold its annual conference on 
October 24 and 25 at the Hotel Roose- 
velt, New York City. 


Roy Ray Roberts Supported 
As Trustee of National Ass’n 


Outstanding as an advocate of insur- 
ance education to the general public 
and in the schools, Roy Ray Roberts, 
general agent of State Mutual in south- 
ern California, is being backed for the 
board of trustees of the National Asso- 
ciation of Life Underwriters by a spe- 
cial committee of the Los Angeles asso- 
ciation. 

An insurance man since 1911 and a 

member of the Life Underwriters As- 
sociation for twenty-three years, Mr. 
Roberts has been endorsed by the Life 
Managers Association of Los Angeles, 
the California State Life Underwriters 
Association, and the board of directors 
of the Life Underwriters Association of 
Los Angeles. 
_ Mr. Roberts assisted in the inaugura- 
tion of a University of Southern Cali- 
fornia course in “Money Management,” 
which included a study of life insurance. 
In 1939 he directed a campaign to raise 
$7,500 to establish life insurance in the 
Consumers Education Movement. The 
textbook, “Facts About Life Insurance,” 
has been studied by some 7,500 state 
teachers and it is anticipated that the 
text will soon be used in the secondary 
schools of California. 





HOME’S BUSINESS INCREASES 

First seven months’ business of Home 
Life, New York, is 12.1% ahead of the 
same period in 1939. Last July showed 
a 12.9% increase over July, 1939. The 
company reports the best seven months’ 
period of any year since 1931. July was 
the sixth consecutive plus month in 1940. 





ARTHUR E, BRAUN MONTH 

August is dedicated to President Ar- 
thur E. Braun Month by field repre- 
sentatives of Reliance Life. 


200 Scholars to Talk 

In U. of P. Conference 
TO DISCUSS SOCIAL PATTERNS 
Also, Topics of Medicine, Investments 


and Humanities; Forum Begins Sep- 
tember 16 on University Campus 











The University of Pennsylvania is com- 
pleting arrangements for a bicentennial 
conference in which speakers will in- 
clude more than 200 American and Euro- 
pean scholars and leaders in fields of 
science and thought, including those of 
humanities, medicine and social sciences. 
Meetings will be held on university’s 
campus and start September 16, continu- 
ing for four days. 

Some of the addresses, with the speak- 
ers, of interest to the insurance frater- 
nity, are these: 


The Pattern of Society-Inheritance Legacy— 
James Thompson Shotwell, Columbia. 

The Significance of Nasal Factors in Epidemic 
Influenza—Thomas Francis, Jr., New York Uni- 
versity College of Medicine. 

Social Relationships— Arthur Hiler Ruggles, 
American Psychiatric Association. 

Involutional Changes in the Cardiovascular 
System—Howard Thomas Kassner, Western Re- 
serve University. 

Viruses as Causes of Cancer—Francis P. Rous, 
Rockefeller Institute for Medical Research. 

Tuberculosis Control as a Function of Govern- 
ment—Thorvald Madsden, Copenhagen. 

Aspects of Modern Psychology—Charles S. 
Myers, Cambridge University. 

The Beginnings of Mathematics—Otto E. Neu- 
gebauer, Brown University. 

Economic Resources and Their Employment— 
Wesley Clair Mitchell, Columbia. 

The Trade Cycle in Fact and in Theory—Sir 
William Henry Beveridge, Oxford. 

Management’s Responsibilities to the Public for 
Accounting Reports—Philip L. West, New York 
Stock Exchange. 

Investment in Relation to Business Activity 
and Employment—John Maurice Clark, Columbia. 

Investment and Capital Formation in United 
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States— Simon Smith Kuznets, University of 
Pennsylvania. 

Incentives to Investment, Past and Present— 
Alvin Harvey Hansen, Harvard. 

Prices, Wages and the Industrial Revolution— 
Earl Jefferson Hamilton, Duke University, 





Hartford Association 
Committees Selected 


Harold Smyth, general agent National 
Life of Vermont, has been appointed 
chairman of the Hartford Life Under- 
writers Association’s committee on edu- 
cational activities. Those assisting Mr. 
Smyth are T. M. Hensey, John Han- 
cock; A. K. Page, Aetna Life; L. 0. 
deRonge, Columbian National; H. W. 
Jones, Jr., Phoenix Mutual; C. K. Bar- 
rows, Travelers. 

Thomas W. Russell of Allen, Russell 
& Allen, is chairman of the committee 
on ethical practices, assisted by E. E. 
Harkness, New England Mutual; P. I. 
Holway, Connecticut General; E. L. Me- 
Cutcheon, Aetna Life; R. M. Cooke, 
Metropolitan; H. E. Crane, Equitable 
Society. ; , 

Chairman of the membership commtt- 
tee is P. R. Stewart, supervisor, Trav- 
elers, and A. W. Scripture, New Eng- 
land Mutual, co-chairman, assisted by 
G. F. Havens, Lincoln National; J. P. 
Ahern, Allen, Russell & Allen; P. ie 
Morrissey, Monarch; P. P. Roudakoff, 
Mutual Benefit; J. F. Barrett, Mutual 
of New York; A. C. Boone, Connecticut 
Mutual. ¥ 

The committee is laying plans to sur- 
pass its membership of 300 attained last 
year, which was the highest point in the 
association’s history. 





PENN MUTUAL MEET CHANGED 


The date of the fourth annual Mid- 
west regional Penn Mutual Life con- 
ference at Excelsior Springs, Mo., has 
been changed to September 1 to 5, 
inclusive. : 

James E. Rutherford, Des Moines 
agency manager, and Fred A. Schnell, 
Peoria manager, are in charge of at- 
rangements for the conference which 
will be attended by agents from nine 
Midwestern agencies. “Life Insurance 
in Action” will be the theme of the 
meeting. 


INSTITUTE ANNUAL MEETING 

The second annual meeting of mem- 
bers of the Institute of Life Insurance 
will be held on Wednesday, December 4 
at the Waldorf-Astoria Hotel, New York 
City, it is announced by Holgar J. John- 
son, president of the Institute. 
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Treleven Succeeded by 
Jolley at Grand Rapids 


CHANGE BY MASS. MUTUAL Co. 





Michigan General Agent to Become Pro- 
ducer; New Appointee from 
Hughes Agency, Chicago 





Daniel H. Treleven, general agent at 
Grand Rapids for Massachusetts Mutual 
Life since 1925, has resigned to engage 
in personal production and Walter Jolley, 
Chicago, will succeed him as of October 
|, Mr. Jolley has been in insurance 
in Chicago since 1930. After seven years 
as a personal producer, supervisor and 
instructor of agents he became asso- 


DANIEL H. TRELEVEN 


ciated with the E. W. Hughes agency 
f Massachusetts Mutual in Chicago 
in July 1937. His appointment as Grand 
Rapids general agent comes as a result 
of his success as a supervisor for Mr. 
Hughes, one of the company’s most suc- 
cessful general agents. : 

Mr. Jolley was born in Indianapolis. 
He received his higher education in the 
Liberal Arts School, University of IIli- 





WALTER JOLLEY 


¢ 1930, and was 
- the football teams in 1927-8-9, coached 
Y Robert C. Zuppke, gridiron favorite. 


i ; : 
os, being graduated in 


Pioneer in Michigan 


_ Among the first life companies to 
honeer in Michigan, starting with its 
“ttroit agency more than eighty years 
90, Massachusetts Mutual: now has 
agencies in the motor city, Flint, Battle 
teek and Grand. Rapids, with represen- 
latives in many other centers. 





James S. Logan Appointed 
Ass’t in Stoessel Agency 


James S. Logan has been appointed 
assistant general agent, Walter J. Stoes- 
sel general agency, National Life of 
Vermont, Los Angeles, in charge of 
agency work and brokerage business. 

Associate General Agent R. L. Ingra- 
ham, of the agency, who has been ill 
for some time, has taken a leave of 
absence from August 1 to January 1, 
1941, at which time he is expected to 
resume his position, and will devote him- 
self to the supervision of the brokerage 
department. 

Mr. Logan was general agent for 

Fidelity Mutual at Fresno, Calif., for five 
years, has been associated with other 
companies in San Diego and _ Los 
Angeles, and when he resigned from the 
Fresno general agency joined the home 
o ce general agency of Pacific Mutual 
under John Newton Russell, where he 
was assistant to Mr. Russell in charge 
of agency development and sales produc- 
tion. 
The Stoessel agency exceeded its July 
quota of paid-for business, and Mr. 
Stoessel was host to the entire agency 
staff at luncheon last Saturday. 





SON SUCCEEDS FATHER 





Jack White Appointed to Manage Pru- 
dential Ordinary Office At 
Los Angeles 

Jack White, CLU, of Los Angeles, has 
been appointed manager of the Ordinary 
“B” o ce of the Prudential as of August 
1, 1940. He succeeds his father, the 
late James S. White who organized the 
agency in 1923 and built it into one of 
the leading Prudential Ordinary agen- 
cies. 

Mr. White joined the company in 
April, 1931, and was appointed assistant 
manager in July, 1932. He was president 
of the Los Angeles Chapter, Chartered 
Life Underwriters, in 1937-38 and is a 
former director of the Life Underwriters 
Association of Los Angeles. He is a 
charter member and_ vice-president of 
the Los Angeles Life Agency Super- 
visors Association. The splendid work 
he has done as chairman of the film 
committee of the Life Underwriters As- 
sociation has been of benefit to all life 
underwriters. In this connection he ap- 
peared on a television broadcast recently, 
in what is believed to be the first in 
the country in the interest of life un- 
derwriters. L 

He is a native of California, having 
been born in Holtville in 1909. He at- 
tended Los Angeles high school and the 
University of California at Los Angeles. 
His C.L.U. degree was conferred upon 
him in 1935 and he graduated from the 
Sales Research Bureau School at Del 
Monte in 1936. 


Outing for Home Office 
Agency of Mutual Benefit 


An. eating- of -ice-cream- with - chop - 
sticks exhibition, in addition to the more 
traditional golf and tennis contests, card- 
playing and swimming, will highlight the 
annual agency outing August 16 of the 
home office agency of Mutual Benefit 
Life. The outing will be held at the 
Canoe Brook Country Club at Summit, 

A golf tournament with prizes for the 
winners is being arranged by G. Gilson 
Terriberry. Bill Richardson is in charge 
of other sports and transportation. Lunch 
and dinner will be served at the club- 
house. 


FASER AGENCY TO MOVE 

Henry M. Faser agency, Penn Mutual, 
will move into new quarters in the Auto- 
matic Fire Alarm Building on Battery- 
march Street, Boston, on August 17. It 
will occupy one and one-half floors, mov- 
ing to the new location from 1 Federal 
Street, where it has been located in the 
First National Bank Building several 
years. For the third month, consecu- 
tively, the Faser agency has far exceeded 
the allotment quota. 


N. E. Mutual Agency 
Made Summers Branch 

HOFFMAN IS NEW MANAGER 

Raymond P. Miller, Former General 


Agent, at Salem, Joins Staff of 
Summers Agency 








Management of the Salem, Mass., 
agency of New England Mutual has 
been transferred to the Merle G, Sum- 
mers general agency at Boston, and 
Ernest A. Hoffman, for some years past 
a supervisor at the Boston office, has 
been made manager of the Salem of ce, 
which will continue its location in the 
Holyoke Mutual Fire Building on Nor- 
man Street. 

The new arrangement will make it 
possible for the company’s policyholders 
on the North Shore to retain the con- 
venience of the Salem agency, with the 
added facilities of the Summers agency. 

Mr. Hoffman has wide experience in 
life insurance work, especially with the 
New England Mutual Life, having joined 
this company following service in the 
U. S. Navy as ensign during the World 
War, in 1919. For the past several 
years he has been supervisor in the 
Summers agency. 

Raymond P. Miller, for some time 
general agent for the company at Salem, 
has become affiliated with the Summers 
agency as an associate member, and will 
maintain. offices in Boston as well as 
in Salem. 





Gillstrap Named Manager 
Of Occidental, Minneapolis 


John L. Gillstrap, former chief exam- 
iner for the lowa Insurance Department, 
became manager of the Minneapolis 
branch office, Occidental Life, August 1. 

Gillstrap’s return to Minneapolis will 
be a homeccming, for he was formerly 
division manager for Occidental, his ter- 
ritory including Minnesota, Iowa, North 
and South Dakota and several other 
Midwestern states. He was advanced 
to this Minneapolis post from an agency 
department position in the home office 
at Los Angeles. 

After graduating from Drake Univer- 
sity in Des Moines in 1925, Gillstrap 
entered the Iowa Insurance Department 
and was chief examiner when he left 
to enter the life insurance business as 
agency secretary for the Guaranty Life 
in 1934. He joined Occidental Life in 
1937 when that company reinsured the 
Guaranty Life. He was division manager 
in the above mentioned states until Jan- 
uary of 1939 when he was called in to 
the home ofice as agency assistant. 





Attractive Report Issued 
By Northwestern National 


Clear and concise, the recently-issued 
report to policyholders of the North- 
western National Life tells its story in 
diagrams, pictures, and not too many 
words. Attractively printed in blue and 
black, the report pictures the devel- 
opment of Northwestern National dur- 
ing the past ten years and its prospects 
in the decades to come. 

The only large printed section is a 
complete schedule of bonds owned by 
the company, charts, graphs, or diagrams 
are used in all other explanations. 


WRIGHT COVERS GROUND 

Harry T. Wright, of Chicago, million- 
dollar producer for the Equitable Society 
and vice-president of the National As- 
sociation of Life Underwriters, in the 
past twelve months has traveled a total 
of more than 19,000 miles to fill speak- 
ing engagements. 








10% RISE IN PITTSBURGH 

A. F. Haas, manager of the Pittsburgh 
agency, Mutual Life of New York, has 
announced that the agency showed a 
gain of 10% in paid-for business for the 
first seven months of 1940 against the 
corresponding period in 1939, Also a 
gain of 20% in number of new applica- 
tions. 








The WALRU 
im) Jad 





A Tribute 
to 
Walt B. Mahatta 





Bankerslifeman 
of 


Reckwell City, Iowa, 


brilliant 20- 
“President's 
Month”—by submitting 63 appli- 
cations for $115,000 in new life 
insurance. 


who climaxed his 


year career in June 


He was the leader of our field 
organization for the month. 


He pledged a $100,000 month to 
honor his long-time friend, Presi- 
dent Gerard S. Nollen. He topped 
that pledge by $15,000. 


He was in the field by 5 a.m. each 
working day of the month and 
drove more than 5,000 miles call- 
ing on—and writing—prospects. 


His achievement in June has been 
an insniration to his fellow sales- 
men in our Des Moines Agency 
| 


Saies 


and throughout our entire 
organization. 


We are proud to salute Walt 
Mahaffa as a master salesman, a 
tireless worker, a real life insur 


ance man. 


—- BLC——_ 


BANKERS LIFE 
P Established 3, COMPANY 
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15-Year-Old Captain 
Son of Insurance Man 


MADE 800-MILE SEA VOYAGE 





Charles Norton Sailed 16-Foot Sloop 
From North Carolina Home to 
New York and Fame 





Men who go down to the sea in ships 
have nothing on Charles Norton, fifteen- 
year-old son of L. W. Norton, general 
agent for Northwestern Mutual in North 
Carolina, who the sea 
in a sixteen-foot, center-board sloop and 
arrived in New York City last week 
after a twenty-seven day, 800-mile voy- 


went down to 


age. He was given a rousing waterfront 
reception on his arrival, sailed around 
to the World’s Fair and was received 
again and officially entertained, spoke 
for television and radio broadcast, and 
told his story once more at the Monday 
meeting of the staff of the Clifford L. 
McMillen agency of Northwestern Mu- 
tual in New York, 

Guided by occasional questions from 
Mr. McMillen the young skipper told 
how he had taken a dare, gotten his 
father’s support for the trip, “and 
Mother always agrees with Dad on 
everything,” and started off from More- 
head City, C., on July 6 Rough 
water at the start and on Chesapeake 
Jay necessitated bailing, mosquitoes 
were bad and the food monotonous, so 
the bickering between Charlie and his 
first crew developed into open mutiny. 
Declining to fight, the disgruntled sailor 
jumped ship and hit the road for Bal- 
timore with a quarter in his pocket. 

Soon after, Tommy O’Shea, a school 
friend of the skipper’s, joined the voy- 
age and peace ruled again, although the 
captain is a Willkie man and Tommy 
a supporter of Roosevelt. They swam 
ashore to avoid a storm at Sea Girt, 
N. J., and the boat had vanished when 
they returned, but they found it safe 
and secure at a coast guard station. 
They landed at Sandy Hook without 
knowing it was an army reservation 
and were nearly “stuck in the brig,” but 
talked their way out of trouble. ; 

Although sure he could make it, Charlie 
isn’t going to try to sail back to North 
Carolina in the lightly-built Comet class 
Popeye. He is ahead in the Comet rac- 
ing series at home, and wants to be home 
by the middle of the month for three 
important races of the twenty-boat fleet. 

A trumpet-player in his high school 
band, Charlie expects to attend Univer- 
sity of North Carolina, but is not head- 
Jog for an insurance career, although he 
speaks as confidently and convincingly 
as an insurance agent with a favorite 
client. Tommy O’Shea, the non-sailing 
crew member who could do what he was 
told, is also fifteen years old and quite 
irate because the dailies all put him down 
as fourteen, 

The voyage was made with no equip- 
ment but a compass, an unused .22 rifle 
which rusted badly, and an anchor which 
fouled a cable and had to be left. In 
their one stretch out of sight of land, the 
sailors saw another boat and followed 
that, finding their compass inaccurate. 
Provisions included canned food, bread, 
and apple jelly. Some nights they tied 
up at docks, but found the mosquitoes 
bad, so usually they “just went to sleep 
and hoped that nothin’ would happen.” 
Nothing did. 


LAMAR HAS FAMILY INCOME 

Issuance of a Family Income Read- 
justment Policy by the Lamar Life was 
announced by W. D. Owens, vice-presi- 
dent and secretary, at the annual agency 
convention in Colorado Springs recently. 

The policy provides for immediate cash 
payment of $500, $100 a month for the 
first year and $50 a month for the sec- 
ond year for the beneficiary. It provides 


an old age income at 65 for the insured. 
It is an Ordinary life, Endowment at 85, 
plan of contract. 


NEW COLONIAL LIFE RULES 





Conversion of Industrial Policies to 
Ordinary Allowable 
With Restrictions 
Colonial Life has announced new rules 
for conversion of Industrial policies to 
It will allow 
conversion of one or more policies on 


Ordinary or intermediate. 


they have been 
in force a year or more and provided 
the applicant is acceptable under the 
regular underwriting rules for the type 
of insurance applied for. The new in- 
will be dated back whenever 
it is possible to do so provided the 
amount of Industrial protection is as 
great as the minimum amount issued on 
the Ordinary or the Intermediate basis 
or provided the amount of Industrial 
premium exceeds the minimum Inter- 
mediate or Ordinary premium. 

Where the proposed insurance does 
not qualify under either of these re- 
quirements, it may be converted at the 
present age, the reserve applying to- 
ward payment of the new policy’s pre- 
miums to the extent of half of each 
premium until the amount of the reserve 
is used up, the other half to be paid in 
cash by the policyholder. The company 
makes it a point to be sure that the in- 
sured is actually in a position to pay 
the full Ordinary or Intermediate pre- 
mium after the Industrial reserve has 
been exhausted. 


a given life provided 


surance 





MRS. S. S. DAY DEAD 

Mrs. Harriet De V. Day, widow of 
Stephen S. Day, who for a quarter of 
a century was a general agent of Mutual 
Benefit in Newark, died a few days ago 
in Morristown, N. J., at age of 84. For 
twenty-two years she was president of 
the Women’s Foreign Missionary Soci- 
ety, and was founder and former presi- 
dent of Women’s Guild of Morristown. 
She leaves twelve grandchildren and one 
great grandchild. Her garden attracted 
state-wide attention. 


Insurance Teachers Plan 


Meeting at U. of Chicago 


More than 150 members of the Amer- 
ican Association of University Teachers 
of Insurance are expected to attend the 
association’s meeting at the University of 
Chicago in December, 1940, held in con- 
nection with the celebration of the uni- 
versity’s fiftieth anniversary. 

The association is one of the thirty- 
one learned societies, more than 15,000 
of whose members will gather at the 
university in its anniversary year. 

Announcement at the university of the 
meeting of the association was made by 
Frederic Woodward, vice - president 
emeritus of the university and director 
of the fiftieth anniversary celebration. 





CHARLES METZLER KILLED 





Gunman Slays Insurance Man Who Was 

Head of White Russian Community 

in Shanghai 

A gunman in Shanghai last week in 
July killed Charles Metzler of the Asia 
Life Insurance Co. who was head of the 
White Russian community there. An- 
other representative of the C. V. Starr 
organization, Samuel H. Chang, was 
killed by two gunmen earlier in July. 

As a result of these two murders the 
Shanghai consular body met on August 
2 and urged the Shanghai Municipal 
Council to eradicate and suppress all 
forms of terrorism in Shanghai where 
assassinations and attempted slayings 
and kidnappings have been daily events. 
The consular officials called for complete 
cooperation between the police of the 
International Settlement and the foreign 
defense forces of which a regiment of 
United States Marines form a part. 





CHARLES B. KNIGHT WRITINGS 
The Charles B. Knight Agency, Inc., 
225 Broadway, New York, general agent 
for Union Central, reports paid July 
business $906,900 and for six months 
$9,900,657. 
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Colonial Life Issues 
New Juvenile Policies 


ORDINARY AND INTERMEDIATE 





Two Forms of Each Policy; 
Two Settlement Agreements 
for Programming 


Also 





The Colonial Life of Jersey City has 
brought out Ordinary and Intermediate 
Juvenile policies, issued down to age 
zero, these policies containing virtually 
the same terms and donations as the 
Ordinary contracts. Two forms of each 
policy are issued, one for New York 
State where the statutory limit is $409 
until the 11th year and the other for 
the remaining states where the company 
operates, where the limit ranges up to 
$900 up to age 11, ; 

The policies are issued on the 20-year 
Endowment, 20 Payment Endowment at 
85, and the Endowment at 85. The 
Ordinary policy issued in New York State 
has a premium of $10.69 a year on the 
Endowment at 85, $16.93 for Twenty 
Payment Life, and $41.24 for the Twen- 
ty Year Endowment, issued at age zero, 
These range up to $12.68, $19.88 and 
$42.69 at age nine. Beginning with age 
10 regular Ordinary policy would be 
issued. 

Annual premiums on the same three 
policies issued on the intermediate basis 
range from $5.40, $8.52 and $20.67 at age 
zero up to $6.39, $9.99 and $21.40 at age 
9. The policy is for $500. face amount 
except during the years when statutory 
limits make it less. 

Outside New York State the annual 
premium rates on the Ordinary juvenile 
form for the three forms are $11.14, 
$17.65, and $41.60 at age zero ranging 
up to $12.88, $20.19, and $42.13 at age 9, 

For the corresponding Intermediate 
$500 policy written outside New York 
the rate ranges from $5.62, $8.88 and 
$20.85 at age zero up to $6.49, $10.15 and 
$21.42 at age nine. 

The Colonial has also brought out 
two special settlement agreements for 
Ordinary policies that are designed to 
facilitate programming. The “5-30-5” 
agreement contemplates a face amount 
of $2,175, of which $300 would be paid as 
a cleanup fund, the balance of $1,675 
being paid in monthly installments of 
$30 each for five years. The “5-50-5” 
agreement is based on a face amount of 
$3,292 of which $500 would be paid as a 
cleanup fund, the balance of $2,792 being 
paid in monthly instalments of $50 each 
for five years. 





Reilly Reports Gains To 
Old Line Life Directors 


A net gain of $1,043,794 in insurance 
in force, bringing the total amount to 
$81,400,833 at the end of the second 
quarter, was reported to the board of 
directors of Old Line Life, meeting at 
Milwaukee last week, by President Jno. 
E. Reilly. 

New life insurance written gained 
9.75%, and new accident and health pre- 
miums increased 26% over the first six 
months of 1939. 

Admitted assets reached $23,085,24, 
a gain of $456,642 over the same period 
last year. The bond account increased 
$280,157 to $7,094,409. Mortgages in- 
creased to $7,979,428. 

Gross income in the first six months 
was $2,096,908, a gain of $166,982 over 
the corresponding period in 1939. Dis- 
bursements were $1,625,832. These 1- 
cluded payments to policyowners an 
beneficiaries of $1,016,998, bringing the 
total payments since organization to 
$23,814,039. 

Surplus was increased $75,529 after 
providing for all contingencies. Prest- 
dent Reilly reported considerable activity 
in real estate. The company, he stated, 
made real estate sales in the first 6 
months, consisting of fourteen parcels, 
including a number of farm properties. 





The Southern States Life of Houston 
has reinsured the Provident American 
Life of Fort Worth, Texas. 
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0, J. Arnold Sees Need 
For Sacrifice, Thrift 


BASIS OF LIFE INSURANCE 
National Security Compared to Life 
Insurance By Northwestern 


National Head 


Dawning realization by the American 
people that our national security de- 
mands personal sacrifice and the fullest 
use of all our resources of self-reliance, 
initiative, and enterprise is bringing with 
it a greater appreciation of the work of 
the life insurance salesman, O. J. Arnold, 
president of Northwestern National of 
Minneapolis declared in a message to the 
company’s agents this week. 

“Our job—and a thankless one it has 
seemed at times—has been to demon- 
strate that the only way a man can 
achieve true financial security for him- 
self and his family is by realistically 
facing the prospect of possible future 
calamity, and then preparing against it.” 
Arnold said. “The purchase of life in- 
surance involves denying one’s self pres- 
ent satisfaction in order to guarantee 
that future needs will be met. In recent 
years the life insurance salesman’s voice 
has been almost the only one lifted in 
defense of the ‘old-fashioned’ way of 
life, based on thrift and self-denial, as 
against the prevailing philosophy of liv- 
ing only for today and letting the future 


take care of itself. 





Nation Unprepared 

“This easy-going philosophy we now 
know has been responsible for many of 
our national ills. Moreover, it has con- 
tributed to our present state of unpre- 
pardness to meet vital issues. This un- 
preparedness is reflected not merely in 
a lack of weapons for military defense 
but ina weakening of moral and spiritual 
resources which are democracy’s last 
line of defense against totalitarian forms 
i government. 

“While the life insurance companies 
have been selling their customers on 
the idea of making their own forehanded 
provision against the future, visionary 
liticians and social welfare ‘experts’ 
have been busily selling the public a 
quite different idea—that progress can 
be achieved through lavish governmental 
spending of public funds to keep the 
present generation comfortable without 
regard for moral values or for the size 
f the bill that must some day be paid. 
“On the other hand, the fact that 
Americans use life insurance to a far 
greater extent than the people of any 








ther country is proof that a goodly 
percentage of our people still believe 
n indivdual responsibility. Our sixty- 


tour million policyholders owning 113 
nllion dollars of life insurance attest 
tc the effectiveness of the job we have 
done. 





Interest Rates Down 


“But I wonder whether we have made 
the public generally—and even our pol- 
vholders—fully aware of certain un- 
peasant but vitally important facts 
they should know. Do they realize that 
wer the past decade the reduction in 
the rate of interest earned on all 
€ imsurance investments has _ been 
nearly one-third? Have we done all we 

Id do to inform them that these 
interest rates, accomnanied by 
g€ Operating expenses including taxes, 
inevitably mean lower dividends and 
uence higher insurance costs? Have the 
companies, to put it even more bluntly, 
been somewhat than forthright in 
fecognizing and giving effect to these 
‘actors in their dividends and premium 
fal€ structures? Speaking for North- 
western National, I may say that we have 
'néd vigorously to avoid deceiving our- 
‘ves or our policyholders about this 
matter of cost and have not hesitated 
? act promptly when, in the judgment 
t the management, an increase in cost 
as been called for to avoid any pos- 
“bility of a compromise with security.” 
_A vigorous, realistic attack by the 
“€ Msurance companies upon the im- 
rant problems which the last few 
‘ars have sharply intensified is the 





shor 


lowered 


rier 






less 


“Stars” of Pacific Mutual 
Entertained in California 


Five “Top Stars” of the Pacific Mu- 
tual Life field force left Los Angeles 


Wednesday for San Francisco to visit 
the Golden Gate International Exposi- 
tion, after four days of entertainment, 
sightseeing and conferences at the home 
office, where President A. N. Kemp was 
the host. 

The stars are: C. Porter Hochstadter, 
R. Earl Denman, (both of whom were 
accompanied by their wives) and Mrs. 
Hilda Jane Meade, all of the Joseph M. 
Gantz general agency of Cincinnati; 
Erick Gebsen of Lake Charles, La., from 
the Guy C. Lyman general agency, and 
Fred L. Hirsch of the Lem C. Sweeney 
general agency, Dallas, Tex. 

The party arrived in Los Angeles 
August 4, and the festivities began 
August 5, with a reception at the home 
office, followed by a luncheon, and then 
“Captain” A. N. Kemp, who was host 
at both reception and luncheon, took 
them on a sail on the Pacific during 
the afternoon on his yacht. President 
Kemp is one of the best known amateur 
yachtsmen on the Pacific Coast and has 
piloted his own boat in numerous racing 
events. 

Conferences with home office officials 
occupied the morning of August 6 and 
the afternoon was devoted entirely to a 
tour of one of the movie studios. Presi- 
dent Kemp was host at the official dinner 
in honor of the guests that evening. 

Wednesday was devoted to conferences 
during the morning and a trip through 
one of the big airplane plants during 
the afternoon. 


WAR RISK RIDERS 


Minnesota Department Approves Limit- 
ed Payments or Extra Premiums; Dis- 
approves Aviation Riders 

The Minnesota Department is follow- 
ing a well defined policy on war risk 
riders being filed by companies. It is 
generally approving riders providing for 
limited payments in case of death in 
service or within six months of the ter- 
mination of service. It is also accept- 
ing policies with a war risk rider that 
provides for full payment in case the 
premium has been increased to offset 
the additional risk. Aviation riders are 
generally being disapproved as_ illegal 
in Minnesota. 


BURR & THOMAS GAINS 
First Full Month of New Agency Part- 
nership for Fidelity Mutual in N. Y. 
Nets 400% Paid-For Increase 

In their first full month—July—with 
the Fidelity Mutual Life M. Rodney 
Burr and Herbert B, Thomas, represent- 
ing the company as general agents in 
Greater New York and Greater New 
Jersey, reported a 400% increase in new 
paid-for business as compared with the 
volume done by their agency—55 Liberty 
Street—the same month of 1939. Mr. 
Burr was formerly general agent for the 
New England Mutual at Albany and Mr. 
Thomas represented Continental Ameri- 
can as general agent in New York. 
Both have a successful record of achieve- 
ment to date. 


only course to follow if the business is 
to canitalize on the high degree of public 
ccnfidence it now enjoys, Mr. Arnold 
said. He referred to Northwestern Na- 
tional’s new basis of agents’ compensa- 
tion which pays the agent renewal com- 
missions at an increasing rate as he im- 
proves the persistency of his business. 
He cited this sharp modification of the 
traditional basis of paying life agents 
as an example of vigorous action, based 
on realistic analysis of changing condi- 
ticns, and said that only by courageous, 
headon attack can business and govern- 
ment successfully cope with the multitude 
of challenging problems crowding in 
upon them. 


Canadian Companies 
Promote War Savings 


W. H. SOMERVILLE, CHAIRMAN 


Insurance Executives on Committees 
Have Wide Authority for 
War Effort 
As part of the national war effort, 


the insurance companies of Canada are 
organizing to promote the sale of war 
A national advisory 
under the 


savings certificates. 


committee has been formed 


chairmanship of W. H. Somerville, 
general manager, Mutual Life of Canada. 
John G. Parker, joint general manager, 
Imperial Life, is on this committee, rep- 
resenting life insurance interests, 

Provincial committees have been es- 
tablished by the life companies, and six 
provincial assistants have been appoint- 
ed, including J. J. Murray, superintend- 
ent of agencies, Dominion Life; C. A. 
Beaudette, Montreal manager, Metro- 
politan Life; Fred Holland, branch man- 
ager, Sun Life of Canada; J. H. Romig, 
assistant superintendent, Canada Life; 
D. R. Ferguson, assistant superintendent 
of agencies, Great-West Life, and E. V. 
Chown, manager in British Columbia, 
Mutual Life of Canada. 

These men have been authorized by 
life companies operating in Canada to 
call on any insurance company employe 
for any assistance needed. The life com- 
panies feel that in the present emergen- 
cy the sale of war savings certificates to 
finance the war must be their first ef- 
fort, and the national war effort must 
take precedence over the sale of life 
insurance. 

The insurance companies are conduct- 
ing this work for the Canadian govern- 
ment without charge. As a result of 
their effort, many employers are co- 
operating in handling subscriptions to 
war savings certificates from their em- 
ployes. 





CCCIDENTAL LIFE CHANGES 


Belknap Made Director of Agencies; 
Trueblood Agency Secretary; Clark 
Editor of Journal 

Raymond H. Belknap, who has been 
agency secretary and assistant secretary, 
Occidental Life, will relinquish the posi- 
tion of secretary to assume the 
newly created office of director of agen- 
cies, in which he will expand his present 


agency 


activities and assume new responsibili- 
ties. This advancement climaxes Mr. 
Belknap’s steady development as an 
agency executive in the fourteen years 
he has served Occidental. 

-The post of agency secretary will go 
to H. Dixon Trueblood, who will at the 
same time retain some of the adininis- 
trative duties of his former position as 
editor of publications. Earl Clark, for- 
merly agency secretary for the Ameri- 
can Reserve Life of Omaha, has joined 
Occidental’s agency department, where 
he will take over publication of the 
monthly agency journal, Pulse, and do 
sales promotion work. 

Mr. Belknap, a native of Erie, Pa., 
joined Cecidental in 1926 after his gradu- 
ation from the University of Southern 
California, left the home office in 1929 
to take up field work, and in 1935 was 
appointed general agent at Pasadena, 
Cal. His success in building up that 
agency led to his recall to home office 
duties in 1936. In April, 1936, he was 
made assistant agency secretary, and in 
December of the same year was ad- 
vanced to agency secretary. 


Paid business figures of the Union 
Mutual Life of Portland, Me., for the 
first seven months of 1940 show a gain 
of 24% over the corresponding period 
for a year ago. July paid-for figures 
are the highest in the company’s historv 
for that month, showing a gain of more 
than 100% over July, 1939. 


Purdue Closes Its Short 
Course for This Season 


The second year of the Purdue short 
course in rural life underwriting closed 
with examinations July 19 and addresses 
by Hugh D. Hart, vice-president Illinois 
3ankers Life, and Paul Speicher, man- 
aging editor Insurance Research & Re- 
view Service. This year’s course covered 
two weeks instead of one as in 1939 and 
the 1940 class had an increase in at- 
tendance of more than 60% compared 
with 1939, the total enrollment being 130. 

Alden C. Palmer, director educational 
division Insurance Research & Review 
Service, served as director of the school 
this year as he did in 1939. New features 
were introduced this year, one being 
news releases furnished to students for 
publication in their home town news- 
papers, resulting in considerable pub- 
licity and prestige. The curriculum was 
broadened materially and the lecture 
corps strengthened. The course is spon- 
sored by the Indiana Association of Life 
Underwriters. 





State Mutual Promoting 
Policyholders’ Campaign 


Gains shown by State Mutual so far 
this year increased in July, when the 
company paid for 64.08% more business 


than in July, 1939. The gain in paid 
business through July increased to 
26.51%. This is the largest July re- 


corded by the company since 1932. Com- 
menting on the gain Stephen Ireland, 
vice-president and superintendent of 
agencies, said: “It is exceedingly satis- 
factory evidence of wholesale progress 
among our agencies to learn that indi- 
vidual increases were shown by more 
than 80% of them.” 

The month’s leader was George F. 
Robjent, whose office paid for more than 
twice as much business as during July, 
1939, when he also doubled his 1938 
volume. He was followed by General 
Agent Joe C. Caperton, Chicago, who 
leads all agencies for the first seven 
months in paid business. The Gerald 
H. Young agency, New York, took third 
place for the month and second for the 
vear to date. Mr. Young’s office was 
followed by the Buffalo and St. Louis 
offices. 

State Mutual policyholders’ months’ 
campaign being staged in July and Au- 
gust, which has set up a big increase 
in policyholder business, is responsibl« 
for much of July’s gain. August, be- 
cause of the time given to sales to pol- 
icyholders, is expected to continue this 
increase. It has been noted that busi- 
ness from old clients comes in larger 
units than that written normally and 
State Mutual anticipates an increase in 
its average case both in July and August. 





HANDY TAX CARD 


Cook Agency, Mutual Benefit, Chicago, 
Issues Reference Card on 
Tax Increases 


A ready reference tax card giving 
the effect of the new tax increase has 
just been published by the Paul W 


Cook agency, Mutual Benefit, Chicag 
The card, prepared under the supervision 
of an attorney, lists income (both per- 
sonal and corporation and percent of 
increase), Federal estate and gift taxes 
and Illinois inheritance tax. It is well 
printed and has caused much favorable 
comment. 

The Cook agency is 31% ahead of paid 
production for the first 6 months of 1940 
over the same period in 1939, standing 
high among the company’s plus agencies 
The leading agency producer is Frank 
A. Llewellyn, with Thomas C. Smith and 
A. E. Kollenberg following. Lives leader 
is Wm. R. Rumner, with Thos. J 
Charlesworth second. Sam B. Fleager 
recently led the agency in the company’s 
nation-wide “Quality” campaign. 

Francis E. Harrold, prominent Chicago 
insurance man has become a member 
of the group. 
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HEARD On The WAY 


When Wendell L. Willkie, candidate 
for President on Republican ticket, got 
his LL.D, degree from Indiana Univer- 
sity in 1938 a life insurance man got a 
similar degree. He is Frank L. Jones, 
vice-president of Equitable Life Assur- 
ance Society. 








Thomas M. Scott, Penn Mutual Life, 
one of Philadelphia’s outstanding agents, 
left on the Grace liner Santa Lucia Fri- 
day of last week for a six weeks’ cruise 
to South American places, including 
Peru, Chile, Inca country, Bolivia, Ecua- 
dor and other points. He is one of the 
most extensive travelers in life insur- 
ance. 


When Vincent P. Whitsitt, manager 
and general counsel of the Association 
of Life Insurance Presidents, reached 
his office last Friday his associates pre- 
sented him with an onyx desk set in 
commemoration of his twentieth anni- 
versary with the association; also, on 
the desk were twenty roses from the 
office. 





W. G. Walters, mortgage loan inspec- 
tor of the National Lite of Vermont in 
New York City, Philadelphia, Hartford 
and in New Jersey territory, was at one 
time construction supervisor for Sears, 
Roebuck Co. in Newark and from 1933 
to 1935 was mortgage inspector for the 
Irving Trust Co., New York. 

W. V. Gresham, in charge of the com- 
pany’s. Houston, Tex., investment divi- 
sion, came with the National as a field- 
man in the Dallas office in June, 1932, 
and in December, 1933, was placed in 
charge of the investment branch office 
the company opened in Houston. 

In charge of the Dayton, O., invest- 
ment office is Ray M. Deem. 

The San Francisco office is in charge 
of Clifton C. Smith as resident loan in- 
spector. Mr. Smith is a native of Mont- 
pelier, Vt. He went to the Pacific Coast 
first as assistant treasurer of the Puget 
Sound Power. & Light Co. at Seattle, 
and then as assistant secretary of White 
& Ballard. He joined the National Life 
in 1926. 

Uncle Francis. 





Investment Course 


(Continued from Page 1) 


the field of mortgage loans and real 
estate, both urban and rural. The in- 
structors included: Ernest M. Fisher, 
director of research in mortgage and 
real estate finance, American Bankers 
Association, Washington, D. C.; Arthur 
M. Weimer, dean, School of Business, 
Indiana University, and Earl L. Butz, 
assistant professor of agricultural eco- 
nomics, Purdue University, West Lafay- 
ette, Ind. 

The third hour was devoted to lectures 
and discussion on “Contemporary Eco- 
nomic Problems,” conducted the first 
week by Simeon E. Leland, professor 
of economics and chairman, Department 
of Economics, University of Chicago, and 
the second week by James E. Moffat, 
professor of economics and head of De- 
partment of Economics, Indiana Uni- 
versity. 

The last two days were devoted to a 
study of Business Cycles and their states, 
and characteristics of each, conducted by 
Richard Heflebower, Washington State 
College. Perhaps the man’ most respon- 
sible for the success of the 1940 Seminar 
was Dr. Harry Sauvain, Professor of 
Finance, Indiana University, who acted 
as director of the seminar, since he 
did most of the work on arrangements 
and direction. In fact, Dr. Sauvain was 
such a success and proved so popular 
with the 1940 student body, he was pre- 
sented with a watch and chain as a 
token of their esteem, 


National Income Rise 
Due to Armament Boom 


LIVING COSTS ALSO UP 





Northwestern National Life Survey 
Shows Big Increase in 


Job Placements 





Due almost entirely to the effects of 
expansion in war industries, American 
families now find approximately a hun- 
dred million dollars a month more in 
their collective pay envelopes than in the 
Summer of 1939, just before the outbreak 
of war threw armament buying into high 
gear, according to a study of family 
purchasing power just completed by 
Northwestern National Life. 

At the same time, however, living 
costs, which remained almost stationary 
during 1939 except for a_ short-lived 
upward flurry at the outbreak of war, 
are now on the rise, due mainly to 
climbing food prices. Both food prices 
and total living costs for the average 
family have now passed the brief peak 
reached shortly after the declaration of 
war last autumn. Continued rise in 
wholesale food prices and in farm prices 
in the first half of July makes a fur- 
ther increase in retail food prices prob- 
able, the report suggests. 

War Industries Busy 

Though the average family’s pay check 
is now definitely above the peak levels 
of 1937, general manufacturing activity, 
with the exception of the war industries, 
has not regained its 1937 top. The war 
industries are far above their best 1937 
levels, however, and are supplying the 
impetus for the improvement in pay 
checks and consumer buying power. Air- 
craft building, ship building, engine man- 
ufacturing, and the machine tool industry 
lead the expansion, in the order named. 

With more money in the family pay 
envelope, department store sales in the 
first three weeks of July were main- 
tained at June levels, and since January 
1 are 4% ahead of the corresponding 
period of 1939. Reflecting the expand- 
ing flow of war industries pay roll 
money throughout the nation’s com- 
merce, sales of general merchandise in 
small towns and rural areas show about 
the same percentage of increase for the 
first half of 1940 over the first half of 
1939 as urban department store sales, 
the report points out. 


Living Costs Rise 

Measuring the effects of pay roll and 
living cost changes on the average 
American’s pocketbook, the study shows 
that a “yardstick” employed worker’s 
family, with earnings of $120 at average 
1933 pay roll levels and spending the 
same amount for its living at average 
1933 prices, had to pay out $129.72 in 
June, 1939, to maintain the same stand- 
ard of living as $120 would support in 
1933, but meanwhile its monthly pay 
check had risen to $144.71. By June of 
this year, its living expenses were $132.01 
for the month, and its pay check had 
increased more than $6.00, to $150.91. In 
August, 1939, just before the outbreak 
of war but after a year of mounting 
European rearmament activity, the yard- 
stick family’s pay check was $145.52; 
it reached a 1939 peak of $149.36 in 
October. Thus the current level is well 
above the October, 1939, pay roll peak. 

Job placements continue to gain rapid- 
ly in the different branches of the war 
industries, the report states, with special 
calls going out from both public and 
private employment bureaus for tool 
makers and other skilled shop workers. 


insurance. 


Basil S. Walsh 
President 


INDEPENDENCE SQUARE 


THE HOME LIFE INSURANCE CO. of AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life 
Modern policies are issued, on both Industrial and 
Ordinary plans, from birth to 64 next birthday. 

A POLICY FOR EVERY PURSE AND PURPOSE 


Bernard L. Connor 
Secretary 









John J. Gallagher 


Treasurer 


PHILADELPHIA, PENNA. 





Lawyer Cartoonist in Adirondacks 









“HELLO 
MR.wm. L. HADLEY. 

or me EASTERN UND, 
94 FULTON ST. 


Alex Davis of Goldstein & Goldstein, 
New York lawyers who have had a 
number of cases involving insurance, is 
vacationing in the Adirondacks. World 
problems are far removed from his 
thoughts, according to a cartoon which 
he sent to this paper this week, ad- 
dressed to William L. Hadley, vice-presi- 
dent and general manager of The East- 
ern Underwriter. 

“All is serene here,” he writes. “In- 
ternational problems seem decidedly re- 
mote, and it is a relief to get away from 
those daily newspaper headlines.” 





Deaf Mutes Safest Auto 


Drivers in Pennsylvania 


Records kept by the State of Penn- 
sylvania show that motorists unable to 
speak or hear have the best safety rec- 
ords. William J. Hamilton, secretary of 
revenue, says that only one minor colli- 
sion has marred the two-year record 
cf the 600 deaf mutes licensed to drive 
in the Keystone State. 





PESQUARA VISITOR HERE 


Mariano Pesquara, one of the leading 
insurance agents of Porto Rico who is 
general agent of the Bankers National 
Life there, was a visitor to the States 
recently. As exalted ruler for the BPOE 
in Porto Rico he attended the Houston, 
Tex., international convention of the Elks 
and then came on to Montclair, N. J., 
where he spent a few days at the Bank- 
ers National home office. Last Thurs- 
day he returned home. A big producer 
of life insurance, he is well up among 
the leaders of his company in production 
this year. . 











_ Te Colonial 


Life Insurance Company of America 
A PUBLIC SERVANT SINCE 1897 
Attractive ordinary agency possibilities in the Philadelphia area. 
Write 
CHARLES F. NETTLESHIP, Vice President 











HOME OFFICE—JERSEY CITY. N. J. 
oo 














Canventian for Home 
Office Underwriters 





PLANNED FOR SEPT. 5 TO 7 





“Life Insurance and War” Talk Set 
For Opening Session of 
3-Day Convention 





Members of the Institute of Home 
Office Underwriters will convene Thurs- 
day, Sept. 5, for a three-day annual 
meeting at Chattanooga. 

The first session of the convention, the 
morning of September 5, will be devoted 
to registration, committee and _ officer 
reports, convention committee appoint- 
ments, and a talk, “Life Insurance and 
the War,” by Walter O. Menge, associ- 
ate actuary, Lincoln National Life. That 
afternoon there will be other prepared 
talks. ; 

There will be clinics on Ordinary and 
Industrial cases separately Friday morn- 
ing, and a joint session Friday after- 
noon for the reading and discussion of 
formal papers, committee reports, and 
the election of officers for the coming 
year. That evening there will be cock- 
tail parties and the annual banquet and 
dance, with M. M. Blair, assistant sec- 
retary of Atlantic Life, as toastmaster. 

Saturday, September 7, will have a 
continuation of the Ordinary and In- 
dustrial case clinics beginning at 10 a.m, 
and a joint closing business session at 
noon, at which the convention will be 
closed by the newly-elected president. 





COLLINS TO KANSAS CITY 

John A. Collins, district Group, super 
visor of the Travelers office at 55 John 
Street, New York, has been transferred 
to the Kansas City office of the same 
company, covering the Kansas City, 
Omaha, Des Moines, and St. Louis 
branch offices. Just back from vacation, 
he is now at the home office of Travelers 
at Hartford and will assume his new 
position August 15. 


COOK AGENCY SALES UP 31% 

Paid production of the Paul W. Cost 
agency, Mutual Benefit, Chicago, m the 
first half-year was 31% over the cor 
responding period of last year. 
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“ Agencies Gain In 
Conn. Mutual Campaign 


TRIBUTE TO PETER M. FRASER 





3065 Apps for $10,549,023 Written for 

"118% Increase in July Over 

Last Year 

With seventy of the seventy-one Con- 
necticut Mutual agencies showing pro- 
duction increases for July as compared 
to July of 1939, the special production 
camnaign to honor Vice-President Peter 
M. Fraser on his tenth anniversary at 
the home office of the company was an 
outstanding success, 

A 718% increase over July of last 
vear brought the total paid production 
for the month to $10,549,023, a gain of 
$4,408,978. According to company rec- 





PETER M. FRASER 


rds, this campaign month was the first 
time that so many agencies of the 
company showed increases. | 
A total of 3,065 applications were writ- 
ten during July, which exceeds the 2,603 
written in the same month of the peak 
ear of 1929. The volume written came 
within $758,000 of the 1929 figure. Paid- 
for business for the year shows a seven 
months’ production of $59,144,977, as com- 
pared with $55,895,825 at the same time 
last year. 
Committee in Charge 

This production effort in tribute to Mr. 
Fraser was handled by a committee ot 
general agents headed by Charles J. 
Zimmerman, Chicago, and consisting of 
Mever M. Goldstein, New York; George 
K. Jones, Indiapanolis; Warren K. Ma- 


DuFour Named Pacific 
Mutual General Agent 


AT WASHINGTON, D. C., AGENCY 





Active Washington Underwriter Is CLU 
Tax and Trust Instructor, 
Football Official 





Raymond A. DuFour has been ap- 
pointed general agent in Washington, 
D. C., for Pacific Mutual Life. Mr. 
DuFour, who is vice-president of the 
Life Underwriters Association of the 
District of Columbia, has been promin- 
ent in insurance affairs for a number 
of years and is one of the founders of 
the Life Insurance Trust Council. 

Mr. DuFour has degrees from Colum- 
bia and Georgetown University in Wash- 
ington and is a member of the dis- 
trict bar of the United States Court 
of Appeals and the United States Court 
of Tax Appeals. He has studied in the 
business administration department of 
Catholic University, majoring in account- 
ing and economics, and has a bachelor’s 
degree in philosophy from that institu- 
tion. . : , 

Active in athletics during his college 
career, Mr. DuFour has continued his 
interest in sports, and is a member of 
both the Southern Conference and East- 
ern Inter-Collegiate Football Officials 
Association. He is currently district 
governor of the American Business Clubs 
and teaches taxation and trust in the 
CLU course in the District of Columbia. 

Mr. DuFour is married and has two 
children—a boy and a girl. He plans 
a visit to the home office of Pacific 
Mutual in Los Angeles. 





G. K. PUTNAM, RETIRED, DIES 


George K. Putnam, who retired as as- 
sistant secretary of the National Life 
of Vermont in January, died at Heaton 
Hospital, Montpelier, Vt., August 3, fol- 
lowing an illness of several months. Mr. 
Putnam was one of the most popular, 
most loyal, and best informed men in 
the company, and had been with the 
National for forty-seven years, for nine- 
teen of which he had been assistant 
secretary. 





E. F. SMOCK GOES TO LOUISVILLE 

E. Fred Smock, former manager of 
Huntington, W. Va., branch of Jefferson 
Standard of Greensboro, N. C., has been 
transferred to the managership of the 
Louisville, Ky., agency. Replacing him 
at Huntington is George Allen, who has 
been district manager at Harlingen, Tex. 


Dr. C. F. S. Whitney 
Retired by Home Life 


RECIPIENT OF MANY HONORS 





College Record Conspicuous; Decorated 
by France Following World War; 
Competent as Athlete 


Dr. Chester F. S. Whitney, long with 
Home Life of New York, was retired un- 
der the company’s retirement plan as of 
August 1. He had been in the com- 
pany’s medical department for twenty- 
four years. He is a past president of 
the Association of Life Insurance Medi- 
cal Directors of America and his earliest 
association with Home Life dates back 
to 1894 when during his vacation from 
school he had a job in the agency and 
supply departments. He went with the 
company as assistant medical director in 
1916, became associate medical director 
in 1920 and was made medical director 
in 1928. At the time of his retirement 
he was consulting medical director. 


Decorated by France 


Dr. Whitney earned Phi Beta Kappa 
honors at New York University and 
completed the course at Bellevue Hos- 
pital Medical College with further 
honors. He has continued to be promi- 
nent in alumni affairs and has been an 
instructor and lecturer both at the uni- 
versity and the hospital. During the 
World War he was an organizer of a 
Red Cross ambulance unit which was 
one of the first to be ordered overseas. 
The doctor went over as a first lieu- 
tenant and after two years of service 
came home a lieutenant colonel, deco- 
rated by France with the American Field 
Service Medal, Medaille Commemora- 
tive de la Grande Guerre and the Gold 
Medal of Honor. 

Last April Dr. Whitney was unusually 
honored by New York University. He 
was awarded a gold football “as an 
alumnus who has been an active com- 
petitor in intercollegiate athletics and has 
demonstrated in many ways his interest 
in athletics following graduation.” John 
Kieran, sports columnist of the New 
York Times, dedicated his column last 
April 25 to Dr. Whitney’s record. He 
played football for N. Y. U. in 1895. 
When he entered medical school he was 
the team’s physician and even when he 
was no longer connected with the team 
he never missed a N. Y. U. football 
game. He is a man who has done many 
different things uncommonly well. He 
retires from the Home Life with a host 
of friends both in the field and home 
office. 





Consulting Actuaries 


Woodward, Ryan, 
Sharp & Davis 


90 JOHN STREET, NEW YORK 
Telephone BEekman 3-5656 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 








WOODWARD and FONDILLER, Inc. 


* Consulting Actuaries * 


90 John Street, New York 
Telephone BArclay 7-3428 











Mass. Mutual Nearing 
Two Billion in Force 


HALF YEAR’S RESULTS GIVEN 


Policyholders and Beneficiaries Received 
$25,178,198 During First Six Months 
of This Year 


Massachusetts Mutual Life had ledger 
assets of $690,801,796 on June 30, an in- 
crease of $19,678,693 during the first sin 
to Pres 


hold 


months of this year, according 
dent Bertrand J. Perry. Policy 
and beneficiaries received $25,178,198 dur 
ing the first six months of this year, 
including death claims in the amount of 
$9,207,769, matured endowments $2,180,- 
406, dividends $5,494,712, surrender val- 
ues $4,877,916, disability claims of §$ 
857 and annuity payments $2,517,5 
During the six months ended June 3 
the company’s premium income on life 





insurance and annuities amounted to 
$36,560,678. Insurance in force on June 
30 was $1,975,472,665, an increase of $11,- 


900,422 since December 31. 


MUTUAL TRUST LIFE MEETINGS 





Nearly 200 Midwestern age w 
attend the annual. sales conference 
Mutual Trust Life, Chicag at La 
Wawasee, Ind., August 12, 13 and 
President Edwin A. Olson, Vice-Pré 
dents Raymond Olson and A. B. Slat 
tengren will be among the speaker 
The company’s conference for Easter 


agents will also be held this montl 
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1 be cock- | F White, Dallas. 
nquet and Mr. Fraser was appointed vice-presi- 
istant sec: dent of Connecticut Mutual in July, 
stmaster. 1930, following twelve years as the com- 
Il have a pany’s general agent in New York, 
and In- where he had built an agency with over 
at 10 pe $140,000,000 in force, and — S = 
session mium inco of over $4,600,000. is aA ee : ; 
on will be F entire Soslonss career A been in life To-day the average American is thinking of his estate in terms of 
ati insurance, having started as an office Income. The fact that no other country can compare with the United 
* cond Se a States in respect to the amount of insurance in force per capita, indi- 
CITY * Encourages Growth cates that Life Insurance is the means whereby these estates are being 


built. Nevertheless untold thousands of policyholders do not yet own 
sufficient insurance to enable them to view their holdings in the light 


yup super- 


Since coming to the company’s home 
it 55 John 


fice in Hartford, Mr. Fraser has en- 


LIFE 











ransferred couraged the expansion of Connecticut of lucume 

the same Mutual representation into new territory, , > . . 

sas City, J and las duneiel ‘oe building up of the To present the essential and basic need for Income is the constant 

St. Lous} city loan department, which has been aim of the representatives of the Manufacturers -e a 

1 vacatmm, | ‘Mportant in holding up the average net the ideal of adequate protection for the individual and increases the 

bea cae Carnengs Gs the Company Fe value of Life Insurance as a national asset. INSURANCE COMPANY 

” cent years 

He is active in the financial and in- URANCE IN FORCE, 590 MILLION DOLLARS HEAD OFFICE 
maul ciscies of Hartiord where be _ (Including Deferred Annuities) TORONTO, CANADA 
‘8S a member of the trustees of the - bh neces 

UP = Hartford-Connecticut Trust Co. and the ASSETS, 177% MILLION DOLLARS Establis 

W., Coe Dime Savings Bank, a director of the 

go, in os United Aircraft Corporation and the 

the cof F Phoenix Fire and Connecticut Fire. 


ir. 
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Cc. C. HANNAH’S ADDRESS 
Charles C. 


Fireman’s 


The address of Hannah, 


vice-president Fund, on the 


future of fire insurance performance, 


which he delivered before the Oregon 


Insurance Agents Association this week, 


will be read because of his au- 


thority 


widely 


and what he says. He is opti- 


mistic about the future development of 
production, but says agents must be on 
the job and take advantage of every 
opportunity there is for expansion and 
there are many opportunities for such 
coverage extension. 

It is true that rates on basic covers 
are lower than they have been, and that 
situation, he says, will have to be offset 


by sale of more inclusive contracts. The 
function of an 


primarily to 


insurance agent is not 


save money, but rather to 
provide at a reasonable price the desired 
and necessary protection that can be se- 
“Instead of 
dorsements,” he 


cured, return premium en- 


says, “extended covers 
can and should be added to policies with 
little 


Agents 


or no change in the original cost.” 


must learn what all of these 
extended covers are; must not slip up by 
neglecting to press for their writing. 


CASUALTY INSURANCE WRITTEN 
BY 200 STOCK COMPANIES 

In the United States at the 

time are 200 stock companies which are 


present 


Largest num- 
from New York State, of 
companies forty. 


writing casualty insurance. 
ber are which 
Illinois has 
Both 
thirteen 
Connecticut, 
nine each from 

California and Michigan. In the Pacific 

Northwest Cuba, Hawaii 
and Puerto Rico have one each. 


there are 
sixteen and Massachusetts fourteen. 
Texas have 


Pennsylvania and 


each. There are ten from 


ten from Indiana, and 
there are six. 
Canada 
has twenty-nine stock companies writing 
casualty insurance. 


THE BOOMING A 


It was 


& H. 
company 
this year that the Acci- 
dent and Health end of the business was 
due for a big production lift, a prediction 
The East- 
ern Underwriter has received from vari- 
the Health 
Underwriters Conference re- 
data submitted by fifty-tw: 
of its member companies (representing 


0% of the 


BUSINESS 
forecast by produc- 


tion chiefs early 


borne out now by information 


ous For instance, 


quarters. 
& Accident 
ports from 


premium income of its entire 


membership) a gain of 10.6% in pre- 
miums for the first half of 1940 com- 
pared with the same period last year. 


at the 


post office of New York City under the act 


Loss ratios increased 14%. Among the 


large Eastern companies, substantial 


gains in volume are also recorded, but 
the increase in health insurance writings 
is more than that in accident. This may 
mean a turn for the better in the under- 
writing of health insurance on a sound, 
profitable basis after some years of un- 
derwriting loss and small volume. 

One of the significant developments in 


& H. 


the keen interest of various companies in 


field so far this year has been 


improving agency and public relations, it 
being quite apparent that most of them 
can be done to 


how much 


friendly and understand- 


now realize 


promote more 
Pre- 
rela- 


ing relationships in this respect. 
vailing opinion is that such public 
tions should begin within home office or- 
notable report on this 
subject was that made recently by the 
special committee of the Health & Acci- 
dent Conference, headed by Clyde W. 
Young, president Monarch Life, Spring- 
field, Mass. Recommendations contained 
in this report are being put into action 


ganizations. A 


Another significant development in A. 
& H. is the made 
standardization of hospital insurance on 
a more reasonable and sound basis. It 
is encouraging that non-profit 
organizations and the insurance 
nies have begun to approach 


progress towards 


hospital 
compa- 
common 
hospital coverage and 


ground in pre- 


miums. 

\ big 
effect of national defense program on A. 
& H. One of best 
received to date on this situation comes 
from F. B. Alldredge, Occidental Life 
of Los Angeles, who says: 

Many of the draftees (if it is a draft) 
will be men not carrying A. & H., and, 
as draftees, could not purchase it. Oth- 
ers, now carrying A. & H., will be af- 
fected. Some will discontinue their in- 
surance temporarily, at least, because of 
insufficient income. 


problem looming is the possible 


insurance, opinions 


It is a question whether companies will 
be willing to continue the insurance 
while a man is in training, a question 
which has not yet been settled al- 
though under the terms of most A, & H. 
policies the war clause waives benefits 


only “while in military or naval service 
in time of war.” Presumably, then, a 
man’s policy would stay in force during 


training period so long as war has not 
yet been declared. As to new sales, of 
draftees will be eliminated from 
the market. However, many of these 
will be men not now employed and con- 
sequently are eliminated. There are nu- 
merous others who would have been 
in the market had they not been drafted. 
These will be lost for the present as 
potential policyholders. 


course 








William Gaxton, John W. Thomson, 
Victor Moore 


John W. Thomson, vice-president of 
North American 


Reassurance Co., was 
snapped with two of America’s out- 
standing comedians at the recent Sum- 
mer outing of the Lambs Club, held at 
Islip, L. 1, recently. They are William 
Gaxton and Victor Moore, both in “Lou- 


isiana Purchase,” a current successful 
show, music of which was written by 
Irving Berlin. Mr. Thomson frequently 
appears in Gambols of the Lambs, his 
voice ranking well with those of most 
of the musical comedy singers who are 
among members of this theatrical club. 
Others at the recent outing and gambol 
included Edward King of the Hooper- 
Holmes Bureau, and J. P. Fordyce, pres- 
ident Manhattan Life, 
K ok * 

Rosa Ponselle, who was one of the 
most famous singers in Metropolitan 
Opera Company and is wife of Carle 
Jackson, Baltimore insurance agent, sat 
at controls of a big steam shovel which 


broke ground on August 2 for her $75,000 
house in Green Spring Valley, Mary- 
land. It will be an Italo-Spanish man- 


sion which the singer herself designed. 
Her husband is a son of Mayor Howard 


W. Jackson of Baltimore, one of Balti- 
more’s best polo players. 
* * * 

Ben Lukefahr of the George L. Dyer 
general agency of Columbian National, 
St. Louis, has been reelected president 
of the Perry County Club of St. Louis. 


The club is made of former residents of 
Perry County now residing in St. Louis. 
All but one of the officers are policy- 
holders of Columbian National thanks 
to the efforts of President Lukefahr. 

Mrs. Bradford H. Walker, wife of the 
president of the Life Insurance Co. of 
Virginia’ owns a_ pedigreed Afghan 
hound, believed to be the only dog of its 
kind in Virginia. A photograph of Mrs. 
Walker and the dog was published on the 
society page of one of the Richmond 
dailies a few days ago. 

* * x 

Paul Clement, president of the Health 

& Accident Underwriters Conference, 


has been at Jasper Park, western Can- 
ada, presiding over the annual sessions 
of the International Federation of Com- 
mercial Travelers of which he is also 
president. The meetings were held July 
29-30. Thereafter, Mr. Clement, who is 
secretary and general manager, Min- 


nesota Commercial Men’s Association, 
started on a vacation trip. He will re- 
turn to his office about August 15. 





Flying Officer William F. Tudhope 
Westmount, Quebec, son of J. H. Tad 
hope, vice-president of Canadian Avia. 
tion Insurance Managers, Ltd., Montreal, 
who was a pilot in World War I, has 
been awarded the Distinguished Flying 
Cross. He has been engaged in night 
bombing over Germany since start of 
the war 


CLABAUGH 


SAMUEL F. 


Samuel F. Clabaugh, president of At- 
lantic Life and a major in the Officers 
Reserve Corps, has been ordered to 
Washington for active duty at the Army 
Industrial College for the rest of the 
vear. The board of directors of the 
company have granted him a leave of 
absence for that period. 

ws * * 

Raymond Needham, special agent in 
Los Angeles of the Glens Falls Indem- 
nity, and Mrs. Needham are coming 
East for a short visit to the home office 
at Glens Falls, N. Y., and from there 
to New York City where they will visit 
the World’s Fair. The Needhams’ next 
stop will be Philadelphia where, as Past 
Most Loyal Gander of the California Pond 
of the Blue Goose Mr. Needham will at- 
tend the Grand Nest convention, August 
20-22. J. Clark Buchanan, also of Cali- 
fornia, a Past Most Loyal Grand Gander 
of the Blue Goose, is also coming East 
with Mrs, Buchanan. They will stop off 
in Detroit and then proceed to Phila- 
delphia for the convention. 


x * x 
Bradford Smith, Jr., of the Insurance 
Co. of North America, has been ap- 


pointed chairman of the insurance com- 
mittee of the Credit Men’s Association 
of Eastern Pennsylvania, according to 
announcement in Philadelphia by John 
T. Brown, Jr., association president. 
xk * x 

Isaac S. George, prominent Baltimore 
insurance man, has been appointed ex- 
ecutive of the new Maryland Council 
of Defense and Resources by Governor 
Herbert R. O’Conor. Mr. George, agent 
for the National Life of Vermont, was 
named one of the members of the Coun- 
cil when it was appointed by the gov- 
ernor last month and now has been se- 


lected as the executive, giving a large 
part of his time to the work. 
x ok * 
Caryl H. Newell, vice - president of 


Norman Duffield & Sons, Buffalo insur- 
ance agents, qualified as a sharpshooter 
at the business and professional men’s 
training camp at Plat‘sburg, N. Y. Mr. 
Newell also qualified as a marksman 
during the World War. 
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Cecil P. Stewart 

Cecil P. Stewart, president of Frank 
B, Hall & Co., Inc., New York, average 
adjusters and insurance brokers, which 
corporation handled the $17,500,000 in- 
surance on the America, largest vessel 
in the nation’s passenger fleet, has for 
vears been one of the most prominent 
insurance men in the city. 

Mr. Stewart was born on the St. 
Lawrence River in the Province of Que- 
hee at a time when his parents, Ameri- 
cans, were visiting there. His father, 
Henry Stewart, who entered the insur- 
ance business in 1860, spent most of his 
business life as an average aGjuster and 
at one time was chairman of the Asso- 
ciation of Average Adjusters. He became 
amember of the firm of Moody, Mann & 
Stewart which later became Moody & 
Stewart; then Stewart & Parker; and 
later Henry Stewart & Son. Cecil P. 
Stewart had his first insurance experi- 
ence when in his teens. The year was 
1897. He became a partner with his 
father in 1904. 

In 1912 when his father died Henry 
Stewart & Son was merged with Frank 
B. Hall & Co. Mr. Hall was born in 
1863 and entered insurance in 1880 with 
the firm of Frame & Hare, leaving them 
in 1893 to commence his own firm of 
Frank B, Hall & Co. In 1916 Mr. Hall 
retired from active business. Mr. Stew- 
art bought out his interest. 

Cecil P. Stewart is a director in many 
corporations. They include All America 
Corp, American Cable & Radio Corp., 
\merican Merchant Marine Steamship 
Corp., Atlantic Coast Fisheries Co., Bloe- 
del Donovan Lumber Mills, Commercial 
Mackay Corp., Dawnic Steamship Corp., 
Electric Ferries, Inc.; Hall, Murphy & 
Co, of Oregon, Lawyers Title Corp. of 
New York, Carlos W. Munson Corp., 
Oregon Steamship Corp.; Pell, Ltd.; 
Pilot Reinsurance Co. of New York; 
Postal Telegraph, Inc.; C. P. Stewart & 
Uo. Ltd., London; Smith, Kirkpatrick & 
Uo, Inc.; U. S. Marine & Foreign Agen- 
cies, Ltd.; United States Life, and Hall, 
Murphy Co. of Washington, D. C. Mr. 
Stewart is president of American Mer- 
chant Marine Steamship Corp. and is 
chairman of Hall, Murphy Co. of Ore- 
gon, and of U. S. Marine & Foreign 
Agencies, Ltd. 

He belongs to many clubs, including 
American of London, Bohemian of San 
Francisco, Cat Cay in Bahamas, Con- 
gressional Country Club of Washington, 
Royal Belgian Yacht Club, Antwerp; 
Metropolitan, India House, New York 
Yacht, St. Nicholas, Seawanhaka Yacht, 
Nassau County, Glen Cove; Creek, Lo- 
cust Valley. 

_Vice-presidents of Frank B. Hall & 
Lo. are Arthur J, Sullivan, head of aver- 
age adjustment department; E. H. Ot- 
linger, head of marine department; F. 
». Benfield and W. S. Eason, marine de- 
partment; Y. Hapopiam and A. Foss, 
hon-marine. C, H. Stratton is treasurer, 
and James Stewart, his son, is one of 
the directors of the corporation. His 
daughter, Jacqueline, is the Countess 
“iovanni Cardelli. 




















West Hartford 
Many of Hartford’s 
men 


most prominent 
West Hartford, 
Conn., a suburban community of 33,744 


insurance live in 


population, which is one of the most 
beautiful towns in the United States. 
Few out of town visitors to Hartford 


know that West Hartford is a commu- 
nity which runs itself, and is not part 
of the city of Hartford. Settled in the 
Colonial days, it became a township in 
after 1,200 residents in 
1854 petitioned the General Assembly to 
divorce it from the parent city of Hart- 
ford. 

I asked R. R. Lewis of the Hartford 
Times to tell readers of this paper some- 
thing about this many 
out of town representatives of Hartford 


its own right 


town where so 
companies have spent ihe night as guests 
of insurance executives. Mr. Lewis has 
furnished me with these comments: 

The West Hartford of 1940 is not to 
be mistaken for the typical New Eng- 
land village—it is a bustling community 
whose chief industry is providing a good 
place in which to live and rear children 
amid pleasant surroundings and subur- 
ban neighborliness. 

Until the Pratt & Whitney division of 
Niles - Bement - Pond Co., 
manufacturers of machine tools, gauges, 


world-famed 


lathes, etc., moved to a new plant in 
the once famous Charter Oak Park of 
harness racing days—which just hap- 
pened to be over the line from Hart- 
ford—last year, West Hartford hardly 
knew the meaning of manufacturing. 

At least three busy neighborhood 
shopping centers, including the large one 
at the center of the town, have replaced 
the lone tin peddler who used to come by 
horse and cart from Hartford in the 
old days when West Hartford was still 
a farming town—but withal this com- 
munity, where so many of Hartford’s 
insurance executives, leaders in banking, 
manufacturing and mercantile lines, and 
professional people make their homes, 
is still largely composed of owner-occu- 
pied single residences that run the scale 
from half million dollar estates down to 
neat $6,000 cottages for middle-income 
folks, 

The brains that run Hartford’s great 
insurance industry have for a long time 
been good enough to help run West 
Hartford too. Aside from having the 
distinction of being the largest “bed- 
room” community in Connecticut, West 
Hartford holds high rank as one of the 
best managed communities anywhere. To 
that claim for fame it owes much to the 
management ability and financial sagac- 
ity of men who manage the insurance 
savings of thousands of people, or who 
direct the operations of some of the 
nation’s fire and casualty companies. 

The names of many of the men well 


known to insurance spring to mind. Al- 
though not all have been free to give 
of their time and energy to the end that 
West Hartford should grow and prosper 
along sound and healthy lines, the list 
is not confined to top executives in the 
Hartford insurance companies. 

Chosen by the people of West Hart- 
ford to represent them in the legislature 
for three consecutive terms, holder of 
many important public offices within the 
town during a long period of service to 
the community, George E. Jones, first 
vice-president of Northeastern Insurance 
Co., is one of the group. As former 
Republican town chairman and member 
of such vital commissions as the board 
of education and board of finance George 
E. Jones has contributed a great deal to 
West Hartford’s welfare. In the legis- 
lature he has given the town assurance 
that it is being ably represented. He 
has been named to important commit- 
tees here, too, not the least of which 
is House chairman of the insurance com- 
mittee. 

The board of finance, probably one 
of the ablest bodies the town has had 
from year to year, has been served by 
other insurance men, During the trying 
depression years, when every effort was 
being made to retain for West Hartford 
its low tax rate, the chairman of the 
board was President Frazar B. Wilde of 
the Connecticut General Life. Soon 
after his election to the presidency of the 
company, Mr. Wilde was forced to give 
up his position in town affairs. 

Two members of the board of finance 
at the present time are Robert R. Clark, 
U. S. manager of the Caledonian, and 
Huntington P. Meech of the National 
Fire, who, incidentally, has given many 
years of service to the community in 
other positions. 

The board of finance recommended a 
reduction in the rate from 19% mills to 
19 mills for the present year, a municipal 
action practically unheard of in this day 
of rising government cost. But West 
Hartford is a rich town and has been 
made so by such enlightened govern- 
ment. From a grand list of $20,000 at 
the time it was incorporated from Hart- 
ford less than a century ago, it has 
grown to $83,574,000 at the end of 1939. 
The bonded indebtedness will be $1,901,- 


882 at the close of the present fiscal 
period. 
In addition to a low tax rate, the 


distinction of being the first town in 
the state to have a town manager (a 
post held for many years by a Democrat 
within a Republican stronghold) and a 
leading community in street and public 
improvements, West Hartford is ex- 
tremely proud of its educational system. 
John M. Laird, vice-president and sec- 


retary of Connecticut General Life, 
served a long term on the Board of 
Education and helped shape those poli- 
cies. 


Some others who have had a hand in 
affairs of the town in years gone by, 
either as commission members or as 
town councilmen, are Harold F. Larkin, 
vice-president of Connecticut Mutual 
Life; Dr. Henry B. Rollins, associate 
medical director of the same company; 
Godfrey M. Day, assistant claim mana- 
ger of Connecticut General Life, who has 
served as president of the town council 
for several terms and still is; Miss Lelia 
E. Thompson, attorney of Connecticut 
Mutual Life; James F. Dissell, assistant 
secretary of the Automobile and Stand- 
ard fire insurance companies; Millard 
Bartels, lawyer, Travelers. 

Out of seven members of the Town 
Council at present, three are men from 
the ranks of insurance—Messrs, Day, 
Dissell and Bartels. 

Though West Hartford enjoyed its 
greatest growth during the ’20’s, the 
30's saw no cessation of this progress 
despite a world-wide depression. Popu- 
lation increased some 8,000, as revealed 
by the 1940 census, about 5,000 coming 
from Hartford alone. The migration to 
this attractive suburb presents no mys- 
tery to local people—it is but a natural 
outgrowth of good government and good 
neighbors, toward which the Hartford 
insurance industry has contributed in 
good measure. 





Kaiden-Kazanjian 


CECIL P. STEWART 


Insurance School in Arkansas 

The Arkansas Fire and Casualty In- 
surance School of the University of 
Arkansas, sponsored by the principal in- 
surance organizations of the state, held 
its sessions this week in Fayetteville, 
Ark. Lecturers were from various parts 
of the country. 

The scholars were welcomed by Presi- 
dent J. W. Fulbright of the University 
of Arkansas. Speakers at the sessions 
with their topics were as follows: 

Lawrence H. Derby, president of 
Arkansas Association of Insurance 
Agents—Insurance Agents’ Profession. 

Dr. J. Anderson Fitzgerald, professor 
of insurance and dean of the University 
of Texas’ School of Business Adminis- 
tration—The Economics of Fire Insur- 
ance. 

Felix Hargrett, assistant secretary, 
Home Insurance Co.—The Fire Policy, 
Forms and Endorsements. 

Charles H. Brooks, engineer, Conti- 
nental Insurance Co., Dallas—Fire Insur- 
ance Problems. 

Round Table discussion of fire insur- 
ance problems. 

Harvey Couch, president, Arkansas 
Power & Light Co.—The Economic De- 
velopment of Arkansas. 

Dean J. Anderson Fitzgerald—Recent 
Developments in Fire Policv Forms. 

J. Harry Bibby, United States F. & G. 
—Public Liability. 

Edward C. Lunt, vice-president, Great 
American Indemnity—The Underwriting 
of Surety Business. 

W. L. Falk, Royal-Liverpool—Broker- 
age and General Cover Lines. 

J. Dewey Dorsett, assistant manager, 
Association of Casualty & Surety Execu- 
tives — Workmen’s Compensation and 
Liability Insurance. 


Thomas T. Wilson, U. S. F. & G— 
Panel Skit on Workmen’s Compensation 
Insurance. 

Harry W. Melville, manager, marine 


department, American of Newark—In- 
land Marine and Marine Definition. 

Harry W. Melville, Walter Plangman, 
Albert Alexander and John W. Ricks— 
Inland Marine Forms. 

W. L. Falk, Royal-Liverpool—Use and 
Occupancy Lines and Rents and Rental 
Values. 

Dr. Henry L. Loman, professor of in- 
surance, Wharton School of Finance— 
Government Regulation of Fire and Cas- 
ualty Insurance Companies. 

James R. Graham, manager, 


Aviation Underwriters, Chicago 


a. 


Inland 


Marine and Marine Definition 
Richard I. McLarry, Home Insurance 
Co., Dallas—Insurance Survey Audits 


Spencer Welton, vice-president, Mas 
sachusetts Bonding and Insurance C 
Opportunities for Development of Cas 
valty Business. 


The Outlook—Dr. C. C, Fichiner, dean, 
College of Business Administfation, Uni- 
versity of Arkansas, 
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HOLC Section 116 (a) 
Approved in New Jersey 

GOUGH RECEIVES NEW OPINION 

Tells P. C. Cothran That Ass’t Attorney 


General Withdrew Objections After 
Giving Provision Good Faith Test 








Of keen interest this week to the 
New Jersey fire insurance fraternity is 
the opinion just received by Deputy In- 
surance Commissioner C. A. Gough from 
Assistant Attorney General Louis J. 
Cohen in which he withdraws his ob- 
jections to the operation in the state of 
Section 116(a) of the contract between 
the Stock Company Association and the 
Home Owners’ Loan Corporation. This 
section of the agreement provides for 
the payment to the HOLC of 25% of the 
premiums received in consideration for 
the services to be rendered. 

In reaching his conclusions Assistant 
Attorney General Cohen put section 
116(a) to the acid test of good faith. He 
convinced himself that there was no 
evidence that the pertinent provision of 
the contract “is a mere subterfuge to 
circumvent the statute,” and that with 
the operation of section 116(a) accord- 
ing to its terms “that section of the con- 
tract does not offend the provisions of 
the insurance laws of New Jersey.” 
Thereupon Mr. Cohen notified Deputy 
Commissioner Gough on August 5 of 
the withdrawal of his objections. 

In turn, Mr. Gough on August 6 ad- 
vised Perrin C. Cothran, president of 
the Stock Company Association, of the 
change in the situation following his re- 
quest to Assistant Attorney General 
Cohen for a further opinion on section 
116(a). He also released Mr. Cothran 
from the assurances given in the latter’s 
letter of July 18 advising’ that the New 
Jersey transactions under the contract 
would be held in abeyance, or rather 
under binder, pending a ruling by the 
New Jersey Department on the modus 
operandi of the Association. 

Attitude on 20% Agents’ Commission 

In respect to the payment of the 20% 
commission to local agents on New Jer- 
sey business, as provided in Section 
105(a) of the HOLC contract Mr. Gough 
said: “It is presumed that if it is deter- 
mined to make this payment that appro- 
priate steps will be taken by the respec- 
tive companies to bring it in conformity 
with the New Jersey law bearing upon 
the matter.” Just how this will be done 
is a matter for the companies to deter- 
mine, in his opinion, but it is presumed 
that it will be handled by establishing a 
special classification to cover a particular 
class of insurance as provided in the 
statute. 

Deputy Commissioner Gough further 
calls Mr. Cothran’s attention to the 
reiteration of the conclusions reached 
in Assistant Attorney General Cohen’s 
earlier memorandum on the HOLC sit- 
uation, namely, that the HOLC cannot 
lawfully claim exemption from the pro- 
visions of the New Jersey insurance laws 
governing rebates and unfair discrimina- 
tion. Mr. Cohen’s opinion is quoted at 
length as follows: 

Assistant Attorney General’s Opini 


“There is one aepect of the contract between 
the HOLC and Stock Company Association 
upon which the review of the file throws addi- 
tional light. It appears that, pursuant to Sec- 
tion 116(a4) of the contract, the insurers have 
been relieved of the burden of inspection and 
fire prevention service, which they would other- 
wise be requird to perform at a considerable 
cost to themselves. It seems, from the facts 
contained in the file, that the task so assumed 





by the HOLC is a substantial one, and that 
the provision under consideration is not intended 
as a cloak or a subterfuge to hide an evasion 
of the provisions of the insurance statute. 
“There is, in oe ate no provision in the 


statute which would prevent the making of such 
a contract. Payment to the HOLC of 25% of 
the premiums is supported by a valuable con- 
sideration; a detriment to the HOLC, which 
assumes the cost and responsibility of fire pre- 
vention and inspection service, and a_ benefit 
to the insurers who are relieved of the cost 
and responsibility of that service. There is no 
reason why an insurance company cannot con- 
tract with an independent agent to perform that 
service on its behalf. There is no reason why 
the agent so designated by the insurer may not 
be one of its assureds. he effort and cost 
involved in the performance of that service 
has a substantial relation to the volume of 
insurance in force, and it is for that reason, 
no doubt, that the compensation paid to the 
HOLC was made dependent upon the premium 
volume, instead of being definitely fixed at a 
predetermined sum. I doubt whether any ques- 
tion would have been raised if the contract had 
provided, as a separate term, that the Associa- 
tion pay the corporation a fixed annual sum for 
its service in providing the inspection and fire 
prevention service. 

“The test is good faith. There is no evidence 
that the pertinent provision of the contract 
is a mere subterfuge to circumvent the statute. 
There can certainly be no presumption that the 
Association and the corporation have conspired 
to evade the statute. On this basis, then, that 
the provision has been made in good faih and is 
actually operative according to its terms, I 
modify my previous conclusions and I now 
advise the department that section 116(a) of 
the contract does not offend the provisions of 


the insurance laws of this state.’ 


Herd Heads Directors Of 


Auto Underwriters Ass’n 


Vice-President J. Victor Herd of the 
Fire Association of Philadelphia has 
been elected chairman of the board of 
directors of the National Automobile 
Underwriters Association. The board 
met recently and also adopted memo- 
rial resolutions to the late Douglas F. 
Cox, president of Appleton & Cox, Inc., 
and to the late George G. Bulkley, pres- 
ident of the Springfield Fire & Marine, 
formerly a president of the automobile 
association. 





Oklahoma Restrains 
General of America 


BARS PARTICIPATING POLICIES 





Company Appeals to Supreme Court; 
Restrictions Also Placed Upon An- 
nual and Term Contracts 





The Oklahoma Insurance Board has 
approved an order prohibiting the Gen- 
eral of America, Seattle, from writing 
participating policies in that state. The 
company was ordered to discontinue is- 
suing that type of policy and the pre- 
vious order of the board, issued in Sep- 
tember 1937 approving such a policy, 
was vacated. 

The company immediately filed notice 
of appeal from the order to the supreme 
court. The matter had been brought 
before the board through a petition for 
a hearing filed by E. V. Crow, attorney 
for the Oklahoma Association of In- 
surors. 

Other Orders Issued 


The board also issued a second order 
providing that the General of America 
be permitted to issue in Oklahoma, 
either its annual policy at manual rates 
while issuing its term policy at manual 
rates or, at its election, it shall be 
permitted to issue its term policy at 
manual rates while issuing its annual 
renewable policy, but that it shall not 
issue all three forms of policy in Okla- 
homa at the same time, to all of which 
findings and orders of the board both 
the General of America and the Okla- 
homa Association of Insurors except and 
exceptions are allowed. 





A. B. Smillie Succeeds 
A. M. Raymond in Chicago 


A. M. Raymond, manager Chicago of- 
fice, Travelers Fire, for fifteen years, 
and of the Charter Oak Fire since its 
organization, has retired because of his 
health. Succeeding him, A. B. Smillie, 
associate manager at Chicago, has been 
made manager. He was formerly man- 
ager at Indianapolis for the Travelers 
Fire. 





requirements. 


99 John Street 





Ze 

ox dently years the name 
American Treserue has been synony mots 
with Sound Protection and Financial 


We afer Direct Wuitin Gg Five 
Sescmance Companies the complete “se 
of our h, ° Fy lai om 7A . : Vy ° 


[ee ruorve , a Company 


Thomas B. Boss, Puasidont 
€ L. Mutwohill, Vico President 
KH €. Bacher, Treasuvon 


News York, NY. 








Taggart’s Investment 
Ruling Given Setback 


FOUGHT BY PENNA. CARRIERS 





Court Enjoins Commissioner; His Order 
Would Have Necessitated Selling 
Good Securities 





A three-judge equity court in Harris. 
burg issued an injunction August 5 re. 
straining Insurance Commissioner Tag. 
gart from enforcing a ruling he issued 
in September, 1939, requiring investment 
of all assets, except net surplus, of do. 
mestic fire and casualty companies jp 
classes of securities prescribed for jn- 
vestment of the “capital” of such com- 
nanies under sections 517 and 602 of the 
Pennsylvania law. Since 1912 domestic 
companies had been investing their cap- 
ital in accordance with the “investment 
of capital” sections of the law, but all 
other funds were invested in accordance 
with the “investment of surplus” proyj- 
sions. 

In September, 1939, the Commissioner 
communicated with companies, saying 
that the attorney general had given an 
opinion on sections 517, 518, 602 and 603 
of the law, holding that all funds of a 
fire or casualty company, except surplus, 
must be invested strictly in accordance 
with the provisions of sections 517 and 
602, respectively. That is, all funds 
which represent capital stock as well as 
“reserves” or liabilities must be invest- 
ed in accordance therewith, even though 
the word “capital” alone is used in such 
sections, and that the word “capital” as 
thus used is in no sense to be considered 
only the “capital stock” of a corporation; 
also that “surplus” is restricted to those 
funds which are not required to enable 
a company to begin and to continue in 
business. 

Rulings Announced 

A regulation carrying out the opinion 
of the attorney general was promulgated 
and fire and casualty companies were 
required to carry out the intent and pur- 
pose of the sections mentioned; that all 
liabilities of the company be covered by 
“noreferred investments” or those enum- 
erated under the caption “investment 
of capital” (sections 517 and 602) and that 
only surplus, or the excess of assets 
over all liabilities, be permitted to be 
invested as “investment of surplus” (sec- 
tions 518 and 603). 

Several Pennsylvania companies 
brought suit to prevent enforcement of 
the ruling. The suits of the Insurance 
Co. of North America, the Indemnity of 
North America, the Fire Association 
and the Franklin Fire were heard to- 
gether. Those companies would have 
been obliged to dispose of millions oi 
dollars worth of good securities and buy 
others in their places under the terms 
of the ruling. 


Ed. Lilly Joins With Brothers 
At Father’s Birthday Party 


General Adjuster Ed. Lilly of the Los 
Angeles branch office, Fire Companies 
Adjustment Bureau, has returned from 
his vacation, a portion of which was 
spent at his former home in St. Paul. 
He and his three brothers made a sentt- 
mental occasion of their father’s eighti- 
eth birthday. He is T. J. Lilly, who 
has the distinction of having served the 
Continental Insurance Co. as an agent in 
St. Paul for fifty-seven years. 








MILLERS NATIONAL MOVES 

The Millers National has moved into 
its new offices in the Board of Trade 
Building, Chicago. The Illinois Fire, 
which was taken over by the Millers 
early this year, is also at the new loca- 
tion. 


MANAGER AT ROCKFORD 
Roger L. Brown has been named as 
manager of the Rockford, Ill, branch 
office of Underwriters Adjusting Co. He 
succeeds W. C. Merritt to the office. Mr. 
Brown was formerly stationed at St. Louts. 
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Auto Finance Business 
Solution Still Sought 


TALK’ BY LAURENCE E. FALLS 





In Seattle Address He Also Pictures 
Lifetime Opportunity Presented in 
Working with Credit Men 





In an address dealing first with auto- 
mobile finance accounts and later with 
relations of insurance agents with credit 
men, Laurence E. Falls, vice-president 
jmerican of Newark, said to the In- 
surance Agents League of Washington 
meeting in Seattle August 8 that most 
of the evils in the automobile finance 
pusiness have been the result of a com- 
mission rate high enough to tempt agents 
io share it with somebody not in the in- 
surance business and not entitled to a 
share in the commission. He continued : 
“No branch of the insurance business 
involving an equal amount of premium 
income has undergone such changes 
within and without in the last three 
years as the business of insuring against 
fire, theft, collision and the perils cov- 
ered under the comprehensive endorse- 
ment on automobiles, the purchase price 
of which has been handled on an instal- 
ment basis through an automobile 
finance company.” 

Rate Cut Proposed 

He reviewed the manner in which the 
finance companies induced agents to take 
less and less commission and gradually 
obtained more for themselves until some 
fmance accounts were written at com- 
missions as high as 45%. The volume of 
fnance business kept on increasing and 
in 1939 the National Automobile Under- 
writers Association undertook to remedy 
some of the practices complained of. 
Plan after plan was evolved and dis- 
carded for one reason or another. Mr. 
Falls continued : 

“When in February 1940 the N.A.U.A. 
committee on finance business proposed 
by bulletin to the association member- 
ship that it approve a plan, the essence 
of which was insurance against fire, 
theft, collision and comprehensive en- 
dorsement coverages on all business of 
finance accounts, at 25% less than the 
current manual rates, and at 10% total 
commission to local agents, the mem- 
bers of the committee who signed the 
proposal were deluged with a veritable 
snowstorm of letters protesting the re- 
duction in commission. Many of these 
protests came obviously from agents 
who had never read the proposal. Some 
of them came from agents who had 
never written a finance account. But the 
committee was branded ‘the nine old 
men,” and stormed at, figuratively, by 
shot and shell for proposing a reduc- 
tion in commissions, even when it was 
demonstrated that the reduction was in 
the abstract, and not a reduction in 
dollars of commission to insurance 
agents. I believe the most staunch be- 
lievers in the justice and practicability 
of that plan, understood that it could 
not be used in every state. They knew 
that there were some hirdles to be 
taken before a separate classification 
for finance business would be approved 
by supervising officials. 

“By this time, there were at least 
sixteen specialty insurance companies or- 
ganized and operated by automobile 
fnance companies and their sustenance 
was the commission on the insurance 
Premiums for cars which their parent 
companies were financing. N.A.U.A. 
membership was growing restless, see- 
Ing accounts taken away from them and 
their agents daily. 

Effect of High Commission 

“When an insurance company allows 
a third or more of the premium as com- 
Mission On an automobile insurance ac- 
count the carrying company loses money 
or the rates are too high. And it is 
upon this certainty that the association 
'S now proceeding for the solution of 
our difficulties in this field. One con- 
clusion looms unmistakably: most of the 
ills from which insurance agents and 


their Principals, capital stock insurance 
companies, have suffered in the handling 
(Continued on Page 20 


Hannah Sees Stock Insurance on 


Way to Giving Greater Service 


Coverages to Be Expanded Yet Simplified; Salesman’s Goal 
Adequate Protection; More Research Necessary; 


Higher Loss Ratios Held Probable 


Charles C. Hannah, vice-president 
Fireman’s Fund Insurance Co., delivered 
the following address titled “Retrospect 
and Prospect” before the Oregon Insur- 
ance Agents Association in Portland, 
August 6: 

“As life itself is evolution, so all com- 
ponent parts are constantly undergoing 
change and development. The wheels 
keep turning; the vehicle moves; far 
points are reached and passed; new hori- 
zons appear. Always before stretches 
the illimitable future with its possibil- 
ities, problems and opportunities. Stead- 
ily the present, guided by the past, 
marches on to the realization of the 
future. Todays become yesterdays and 
contribute by their accomplishments to 
the development of the days and years 
to come. 

“The cataclysmic events of the last two 
years did not ‘just happen.’ They are 
the outgrowth and fulfillment of their 
beginnings. Although seemingly abrupt 
and revolutionary, they are logical and 
orderly in the light of what has gone 
before, and in like sequence the past 
will always influence what is to be. 
Therefore, it is essential to any anticipa- 
tion of trends or to any attempts to 
determine the direction of progress that 
the past be consulted. 


Decade’s Accomplishments 





“In the great business of insurance, 
with all of its ramifications, this cer- 
tainly holds true, and a clearer perspec- 
tive is gained by an examination of 
the accomplishments of the last decade. 

“No more than at any time in its 
history does insurance stand at the cross- 
roads. There are and will be no changes 
and developments that have not been 
brought about by the operation of forces 
set in motion long since and affected 
by decisions of the moment. There are 
no sharp turns to the left or right, only 
gradual movements inspired and given 
impetus by previous thought and action. 

“So much for the premise and the 
general philosophy. 

“Insurance, and, in particular, capital 
stock insurance, has expanded and devel- 
oped amazingly in the last decade. Writ- 
ings, as distinguished from premiums, 
have increased, even during the period 
of reduced business and restricted pros- 


perity. Exposure to loss under insur- 
ance contracts is vastly larger than ten 
years ago, and units of coverage and the 
extent and nature of protection pro- 
vided are far greater than at any time 
in the history of this great business. 
Opportunities for Sale 

“Although sometimes misapplied, meth- 
ods are more efficient; service is more 
complete; requirements and demands are 
adequately and more economically met. 
Consider for a moment the expansion 
of coverages during the last few years 
and the greater variety and scope now 
available for the protection of man’s 
enterprises. These provide for every 
merchandiser of insurance almost un- 
limited possibilities for sale and income. 
In the several fields of insurance, a few 
brief references will serve to illustrate 
the point: 

“Fire Insurance: Reporting covers 
have been developed in fire insurance to 
an extent where it is now possible to 
supply and charge for exactly, and only, 
the amount of insurance needed as re- 
gards those classes which are presently 
eligible. In the last few years, ex- 
tended coverage endorsements and sup- 
plemental contracts have been eyolved, 
permitting the combining in a single 
policy of protection against all of the 
more common hazards of loss. Broaden- 
ing of forms has resulted in the elimina- 
tion of practically all restrictions ex- 
cept those absolutely necessary to safe- 
guard the interest of the carrier. 

Motor Vehicle Changes 


“Automobile Insurance: In the field 
of automobile insurance, the comprehen- 
sive policy is the outstanding achieve- 
ment during the last ten years, and 
meets a very definite need in addition 
to providing an opportunity for increased 
sale of this class of coverage. 

“Inland Marine: Inland marine covers 
such as personal property floaters, fine 
arts, and all risk policies are develop- 
ments of the past few years which will 
have a beneficial effect on the future of 
this class of business. This less strictly 
regulated and regimented section of in- 
surance ‘bridges the gap’ in many in- 
stances, and increasingly offers protec- 

(Continued on Page 21) 





Loyalty Group House Organ 
In the Patriotic Motif 


One of the best house organ jobs to 
reach this office in recent months was 
that put out by Loyalty Group of New- 
ark for the month of July. Recognizing 
the increased significance of July 4, 
Independence Day, this year the edition 
was given a highly decorative and patri- 
otically emblematic cover done in the 
national colors and gold. Foreword— 
in keeping with the national holiday— 
was written by John R. Cooney, head 
of the Loyalty Group companies. 

Many good pictorial effects are repro- 
duced by use of photography, among 
which are a number of pictures taken 
at the New York and San Francisco 
Fairs. A. C. Meeker, manager of the 
Boston branch office, has an article on 
Selling and Applying the Extended Cov- 
erage Endorsement—A Few Points to 
Watch. M. R. Redwine, Georgia state 
agent, writes on Collections and Their 
Relation to Production—a_fieldman’s 
views on a vital insurance problem. A 
number of other short but informative 
items are furnished by the editor who 
is Theodore Budlong, a son of E. C. 
Budlong, executive secretary National 
Accident & Health Association. 


Pacific Northwestern 
Special Agents Meet 


The Special Agents Association of 
Pacific Northwest met July 28 in Seattle. 
A report on Oregon conditions was given 
by John E. Meek, Fireman’s Fund, new- 
ly elected vice-president of the Portland 
group. Lynn M. Latta, Travelers Fire, 
chairman of the western Washington 
division educational committee, reviewed 
the fieldmen’s successful educational pro- 
gram recently completed and announced 
tentative plans for the new series to 
be held this Fall. 





SCHEDULE BASIS CONSIDERED 
The Virginia State Corporation Com- 
mission had under advisement whether 
the city of Fredericksburg and vicinity 
should be placed on a schedule basis for 
fire rating, decision having been re- 
served following a hearing last week. 
— community has been on a flat rate 
vasis, 





ADVANCED BY HAMILTON FIRE 
The Hamilton Fire, New York, an- 
nounces that G. E. Bogert, R. L. Wrenn 
and F. E. Moberg have been elected 
assistant secretaries. 











PROTECTION 


THE SUN has been providing 
maximum protection to insur- 
ance agent and buyer alike for 
more than two and one quar- 


ter centuries. 


The Man from THE SUN rep- 
resents a financially sound 
organization making prompt 
payment of claims and render- 
ing continuous and efficient 


service. 
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Force Is Essential 

S. O. SMITH ON TOUR WEST 

Says Local Agent Is Exposed to a Sap- 
ping Operation; Merciless Examina- 


tion Held Necessary 


Sidney O. Smith, president National 
Association of Insurance Agents, ad- 


dressed the Utah Fire & Casualty In- 
surors Association in Salt Lake City 
August 2, saying that “the heart of 


America is not to be found in metropoli- 
tan areas, At the cross roads will still 
be found the family physician, the law- 
yer who is a general practitioner, the 
independent merchant, the small indus- 
trialist, the individualistic farmer and the 
local insurance agent—the_ inevitable 
middleman, each doing a job in his own 
orbit. Here life is regulated and 
less regimented, and from this major- 
ity group eventually flow the decisions 
that shape our national thinking and 
conduct.” 


less 


Consumers Permanent Assets 


After number of na- 
tional and international conditions Mr. 
Smith continued: “An important and 
useful portion of that vast public who 
compose the f this nation 


touching on a 


consumers of 
have lost their normal capacity to buy 
goods and services. One large middle- 
man does not possess the consumer ca- 
pacity of several small middlemen. When 
big business kills little business it kills 
the goose that lays the golden egg. 
When the profit motive is controlled by 
a desire for quick and large profits, it 
subjects itself to the law of diminishing 
returns. 

“The wise profit motive looks far 
ahead and views the consumers of goods 
and services as permanent assets and 
not as victims. In short, the sound pol- 
icy behind every profit motive should be 
to conserve the market. Such a policy 
is constructive and not destructive and 
contemplates profit with honor. 

The Serviceable Will Remain 

“Therefore we submit that business 
processes in this country for the last 
few years have been short-sighted, apart 
from the charges that private enterprise 
has been paralyzed by government. It is 
our contention that if we maintain. the 
capacity of the small business, the indi- 
vidual, the average customer to buy nor- 
mal needs we will achieve normal con- 
ditions, a wider spread of profit and a 
genuine and durable prosperity. This 
involves no resistance to progress and 
no defense of the useless costs of un- 
necessary middlemen. An inexorable law 
will slough them off; the serviceable will 
remain. 

Agents’ Prosperity 

“No musty defense of the American 
Agency System seems needed at this 
time. It remains still the chief source 
of premium income to the companies. 
The prosperity of both, however, still 
depends upon the capacity of the aver- 
age.citizen to buy insurance protection 
and its necessary servicing. Not in the 
spirit of accusation but as a plea to the 
companies we bid them to consider well 
the prosperity of their agency forces. 

“Recent trends indicate that many 
companies have fallen under the spell 
of more production at the expense of 
their own agents. This policy may yield 
more immediate volume, but we now 
raise the question of the wisdom involved 
if we look to the years ahead. The local 
agent is exposed to a sapping operation 
comparable to the operations of other 
big enterprises all too typical of the 
American way. 

Supreme Effort Called For 

“In this critical hour when national 
existence is almost threatened, when 
our hope of total defense must be con- 
cerned with a state of general prosper- 
ity, it would seem appropriate that we 
examine mercilessly all our methods of 
operation. If he profits most who serves 
best, both companies and agents can 
well-afford to follow .this rule for their 
common welfare. When both prosper, 








lest all be lost.” 

Mr. Smith spoke along similar lines 
in Portland August 5, Seattle August 7, 
and will be heard at agents’ meetings to 
be held at Hayden Lake, Ida., August 
12-13; Lewiston, Mont., August 19-20, 
and Duluth August 22-23. 





Iowa Prepares for 
Agents’ State Meeting 


With several members of the state 
executive board in attendance, the Des 
Moines Local Board recently met at 


dinner to discuss plans for the annual 
state agents’ convention in Des Moines 
September 4-6. President Harry C. 
Brown announced the resolutions com- 
mittee for the state convention as fol- 
lows: Ludwig Rubek, Cedar Rapids, 
chairman; Herbert Vaughan, Waterloo 
and J. Watt Wooldridge, Sioux City. 





MORE SPACE BEING TAKEN 

Offices of the Chicago Board of Un- 
derwriters in the Insurance Exchange 
Building are being remodeled. Several 
hundred additional square feet of space 
is being taken on the twenty-second 
floor to accommodate expansion of the 
accounting department. 





This poor girl is going to have 
a terrific case of sunburn if she 
gets out on the beach in this 
scanty bit of “coverage” . . . so, 
too, the agent who fails to pro- 
vide adequate and proper pro- 
tection for his assureds is likely 
to subject them to equal 
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FIRE COMPANIES 
Pheenix Assurance Co., Ltd. 
Imperial Assurance Company 
Columbia Insurance Company 
United Firemen’s Insurance Co. 








Form for Credit Men 


CONFERENCE HELD IN NEWARK 
Proposal to Combine in One Blank Best 
Features of Insurance Statement 
and Fact Finder 





The credit-insurance education com- 
mittee of the New Jersey Association 
of Underwriters met in Newark last 
month to consider perfecting an insur- 
ance form to be used by credit men that 
will embody in one blank the best fea- 
tures of the Insurance Statement and the 
Fact Finder. The New Jersey associa- 
tion and the Essex County Insurance 
Agents Association sponsored this co- 
operative effort by the credit men and 
the insurance agents. It is believed that 
a form will soon be made available that 
can be used as a model for furnishing 
credit men with information pertinent 
to an applicant’s insurance. Those com- 
prising this special committee are: 


Ralph Smith, Pyrene Manufacturing Co.; 
Gilbert Rodgers, Theodore Ambers Roofing Co. ; 
William H. Whitney, secretary-manager New 
Tersey Credit Men’s Association; Harold F. 
Taylor, American Insurance Co.; Matthew S. 
Reeves, Newark Fire Insurance Co.; Howard 
B. Hodge, National Surety Corp.; B. S. Row- 
land, Saranac Realty Co.; Howard C. Lawrence, 


discomfort! Why not avoid such 
a contingency by taking advan- 
tage of the unrivaled facilities 
offered by the Pheenix-London 
multiple line Group — place all 
your Fire, Casualty and Inland 
Marine business through a 
single organization! 


Group 


The Union Marine & General 

Insurance Co., Ltd. 
CASUALTY COMPANIES 
London Guarantee & Accident Co., Ltd. 
Pheenix Indemnity Company 


——==— 
=e 
National Life: Herbert 
sryne ( 
Heller, Schlesinge 0., 
: , iger- 
Agency, Newark, who is chairman of the at 
mittee to cooperate with the National y hg 
tion of Credit Men appointed by the Mates 
Association of Insurance Agents. atonal 


Farm Policy 
(Continued from Page 1) 


the total number of fires, which means 
that fires occurred nearly three times as 
often proportionately under ordinary 
policies. It was shown that out of every 
1,000 rebuilding policies 5.6 fires o¢- 
curred and under every 1,000 ordinary 
policies there were fires on 16 premises 
thus approximately preserving the 3 to | 
ratio. 

Buildings have been rebuilt in 82% of 
fires while only 14.5% were rebuilt un- 
der the ordinary policies. Rebuilding 
clause policies formed 12.7% in total 
number written and in amount of insur- 
ance accounted for 14.6% of total, the 
being 11.3%. It was 29% hetter 
than the experience under ordinary poli- 
cies. 


k ISS 


What Caused Fires 


Under known causes of fires, some 
interesting comparisons in the total loss 
are: Under rebuilding clause lightning 
gave 74% of the loss as against 16.7% 
under the ordinary policy. Under re- 
building policies sparks on roofs gave 
10.6% of the loss as against 16.6% under 
the ordinary policy. Under rebuilding 
policy defective chimneys and _ heating 
gave 7.5% of the loss as against 19.7% 
under ordinary policy. There were no 
cases of spontaneous combustion under 
rebuilding policies, while those formed 
4.3% of the loss under ordinary. The 
only known case where the rebuilding 
clause had the greater proportion of loss 
was in threshing fires where there were 


16.6% against 6.7% under ordinary 
policy, 
Not Limited to Farms 
Mutual insurance companies do not 


necessarily limit the benefits of the re- 
building clause to farm risks and will 
write this type of coverage for other 
classes of business. Members of the 
Canadian Underwriters Association write 
it only on farm buildings. The limitation 
of the liability clause applies as follows 
in Canada: In the event of a loss in- 
volving not less than the cash value of 
the building the company’s liability shall 
he limited to an amount not exceeding 
half the cash value of the building or 
half the insurance granted by the policy, 
until such time as the insured notifies 
the company that he has rebuilt or re- 
paired up to the full value of the build- 
ing or policy (and this must take place 
within nine months of loss). The re- 
maining half of the indemnity will then 
be payable and 5% interest due from 
sixty days after proof of loss. 

If on the other hand the insured does 
not so rebuild or repair, if notice 1s 
given to this effect then the company 
will not pay the other half of the 
amount of insurance but will return 
half of the premium paid on the policy 
in force at time of loss. 





BIRD-COLEMAN 

3ird, son of Robe 
Western manager 0! 
American of Newark, and _ Barbara 
Charia Coleman, daughter of Mrs. 
Charles Coleman of 450 West Twenty- 
fourth Street, New York, were married 
on July 25 in this city. Mr. Bird at- 
tended University of Wisconsin and was 
graduated from Vanderbilt University. 
The bride attended University of Wash- 
ington. 


Robert James 
was 


Bird, who 





WILL ALLOCATE SCHOOL RISKS 


The Council Bluffs, Ia., school board, 
after hearing claims that its insurance 
coverages on buildings in the school dis- 
trict had not been properly co-ordin- 
ated, adopted a program of selecting a0 
advisor to service the insurance and then 
distribute the coverage among local 
agencies. The board accepted the pro- 
posal of E. R. McDonnell agency for 
servicing and will allocate the insurance. 
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British War Relief Activity In Full Swing 


In New York Insurance 


Several months ago there was incorpo- 
rated in the District of Columbia the 
British War Relief Society which has 
uptown headquarters at 587 Fifth Ave- 
nue, New York City. This is a member- 
ship organization to provide a medium 
through which members of British 
patriotic and charitable organizations 
throughout the country and other sym- 
pathizers could contribute either in cash 
or otherwise to the relief of suffering 
among the naval, miltary and civil pop- 
ulation in Great Britain. A few weeks 
ago Harold Warner, United States man- 
ager of the Royal-Liverpool Groups, 
agreed to serve on a downtown com- 
mittee for the society and space on the 
fourteenth floor of the Royal Building, 
150 William Street, was set aside as 





downtown headquarters for all British 
relief activities. Members of the down- 
town committee in addition to Mr. 
Warner are A. Z. Garnider, of Booth 
American Steamship Lines; R. P. Bur- 
nett of Furness Withey & Co.; and Nor- 
man J. Marsh of G. M. P. Murphy & Co. 
On the opposite page are views of 
some of the activities going on in these 
quarters. Other insurance companies 
cooperating with the Royal-Liverpool 
Groups in this worthy activity are the 
United States branches of these British 
companies and their affiliates: Atlas, 
Commercial Union, North British, North- 
ern Assurance, Phoenix Assurance, Nor- 
Union, and Yorkshire. 
So interested members of 


wich 


the 
staffs of these companies become in this 


have 


work that many gather on the fourteenth 
the Royal Building, or 
knit 
Many have also stayed after off ce 
The accompanying pho- 
tographs were all taken by Ralph W. 
Smiley, superintendent of publicity of the 
Royal-Liverpool Groups, who has been 
giving freely of his time in promoting 
this work, 

Any women in the insurance district 
who wish to help can get full informa- 
tion on the fourteenth floor of the Royal 
Building where they will find waiting 
for them bags of supplies of wool from 
which they may knit according to their 
fancy, helmets 
and other articles. 
tains a sufficient supply of wool with full 


floor of else- 


where, to during their luncheon 


hour. 
hours to help. 


scarfs, socks, sweaters, 


Each package con- 


istrict 


instructions and even needles. Volun- 
tecrs are needed also for making up 
bandages and other activities. Those 


who are skilled knitters can also serve 
as instructors for others. The men can 
help by making donations of money or 
memberships in the society. 

Another form of activity is the secur- 
ing of memberships for the society, the 
different memberships being: subscribing 
$2, active $10, sustaining $25, and con- 
tributing $100. Donations in any amount 
will be welcomed at the downtown head- 
quarters. 

Still another form of activity is receiv- 
ing gifts of clothing, shoes and other 
articles of apparel which are collected, 
sorted and if necessary repaired before 


shipment. 





Above pictures show women of the staffs of the Northern Assurance and North British busily at work knitting for the British war relief in quarters in these company 
offices set aside for this purpose. 


On Opposite Page Are Shown Views of War Relief Work at Downtown Headquarters, 150 William Street 


On the opposite page the first picture in the first column shows a group of ladies 


receiving expert instruction in bandage making. 


Serve to instruct others in this work. 


Each of these ladies in turn will 


The second picture in the first column is a view of a corner of the relief head- 
quarters showing Harold Warner who dropped in to look over some of the work 
and encourage the workers, some of whom are shown in the background. 


Below that is a corner of the active registration desk showing a young lady 
who has just arrived to take out a consignment of wool to be made up. 


Bottom: Here are five members of the donation committee, left to right: 
A. J. Johnstone, C. H. Pederson (treasurer), W, J. McGurk (chairman), W. G. E. 
Thompson and Emil Sheitlin, all of the Royal-Liverpool. 

First picture in the second column is a view of the wool room where wool 
'§ packed into containers which hold a necessary supply of wool for the articles to 


be made with instructions and knitting 


volunteer workers. 
select any article she desires to make. 


needles all 
Each container is a complete unit. 


ready to be handed out to 
A volunteer knitter can 


Next in the column is shown the display board exhibiting specimens of com- 


pleted articles so that volunteers can readily see what they prefer to make. 


On each 


side is a graphic chart, one showing the increasing total of wool issued from day 


to day in pounds; the other thermometer registers the increasing total of 


relief fund in dollars. 


the 


Third in the column shows sorting of contributions of clothing, shoes and other 


articles of apparel where they are checked over, repaired, if necessary, and bundled 


for shipment. 


Bottom picture in this column is a typical knitting class. 


Royal-Liverpool girls during lunch hour. 


This is a view of the 
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So, You Think You Know Co-Insurance 


By Alex Goldberger 


Editor, Brooklyn Insurance Brokers Bulletin 


These are days when the will to work 
takes a blitzkreig beating. What with 
vacation attractions, excessive heat, and 
the innate laziness of man, there is an 
overwhelming temptation to relax. Along 
comes Oliver Jones, unforgetting re- 
porter for The Eastern Underwriter, to 
cash in on a promise made months ago 
by this author to produce some pearl of 
wisdom for his paper. Will he let us 
talk of our golf game? Our allergy to 
sunstroke? Our skill with a steak in 
an outdoor fireplace? What the moles 
are doing to our back lawn? No, No, 
a thousand times No. It must be about 
some fly in the insurance ointment. But, 
alas, there are so many flies. Perhaps 
we are even one of them. Goodness 
knows we get stuck often enough. 

Take our good old co-insurance clause 
as an example. It can be a stepping 
stone to selling many forms of protec- 
tion. Like a chameleon, it must be care- 
fully watched, for it changes color so 
often, that now you have it and then 
you haven’t it. 

Many of us, thoughtlessly, advise and 
place our fire insurance on a blanket 
basis, seldom stopping to consider 
whether or not stock or fixture values 
may fluctuate violently. 

Patterns are a fixture 
manufacturers go to great 
their preparation. Insurance 
a science, but we know of no sound 
formula for evaluating patterns. Their 
physical value may be measured in pen- 
nies. Their replacement value may be 
priceless. The time during the season 
when a loss occurs may be very mate- 
rial to their replacement value. For- 
getting co-insurance for a moment, what 
a beautiful opportunity to present U. & 
O. for consideration! Seasonal indus- 
tries cry for this. It is possible to have 
a fire loss confined solely to patterns 
and an entire season’s production will 
be lost, while a physically unimpaired 
plant stands idle, waiting for the re- 
production of the vital patterns. What 
a sales wedge for selling your advisory 
value, if you point out this danger to 
your assured and offer him a practical 
suggestion! Remember the good old 
country practitioner who so often en- 
dears himself to his patients because he 
does not hesitate to prescribe common 


item. Many 
expense in 
should be 


ED SMOLEN WITH HOME 
Ed Smolen, formerly with the Harry 
C. Mitchell agency of Brooklyn, is now 
connected with the Franklin Fire, mem- 
ber of Home of New York Group, in 
its Brooklyn service office as a special 
agent. He has had about fifteen years’ 
experience in fire and casualty produc- 
tion work. 


FRANK M. RICE DEAD 

Frank Morgan Rice, age 74, Chicago 
fire insurance executive and broker, is 
dead. He entered fire insurance in Des 
Moines in 1885, becoming an officer 
of the old Des Moines Fire, He re- 
moved to Chicago in 1907 where he was 
a broker in that city for nearly thirty 
years until his retirement. 








horse sense instead of some fancy med- 
ical prescription. Suggest to your as- 
sured that they duplicate their patterns 
wherever possible and store them at 
some other location on the theory that 
an ounce of prevention has always been 
worth a pound of cure. : 


Stock and Broad Coverage 

What is stock, and what is broad cov- 
erage? Silly question, isn’t it? sut 
read your form and give some thought 
to the protection that is extended to in- 
clude held on trust and com- 
mission.” And then think of those of 
your manufacturers and contractors who 
receive merchandise on consignment cr 
on memorandum and seldom even inven- 
tory such shipments. 

We have two cases in point now. Thev 
are probably worth chapters instead of 
paragraphs. One is that of a fur man- 
ufacturer, who, as a part of his business, 
accepts fur garments for Summer stor- 
age. Some are warehoused, some are 
in transit, and some are on his premises, 
either temporarily or for repairs. He 
carries floater protection with limited 
fire coverages on his own premises; he 
manufacturers on his own account, and 
he does a certain amount of contracting 
where skins are sent to him for tailor- 
ing. Aside from the problem of recon- 
ciling mnon-concurrencies, there exists 
here a most interesting problem in meet- 
ing cO-insurance requirements that will 
satisfy the situation. 

The other case under consideration 
is a contractor who signs in a steady 
stream of cut-pieces which are made un 
into finished garments. Some of his 
manufacturers carry floating policies, 
whereas others do not. Those who do 
invariably have policies which contain 
subrogation rights which inure to the 
marine carrier and work against the con- 
tractor. What about the contractor's 
labor invested in made-up garments sub- 
ject to a loss? Must he look to his 
manufacturer for reimbursement (with 
little chance of fair treament), or can 
he carry insurance on ? Can he 


“ 1 
goods 


this ? 
carry insurance on his labor investment 
while excluding insurance on the direct 
physical damage to his manufacturer's 
garments? That’s one we’re asking the 
Exchange now. 

So, you think you know co-insurance ? 
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N. J. Special Agents’ Out!ng-Mecting 





The New Jersey Special Agents As- 
sociation held its regular monthly meet- 
ing for August at Spring Brook Coun- 
try Club, Mount Kemble Avenue, Mor- 
ristown, N. J., on Monday of this week. 
There were twenty members and guests 
present. Golf was the order of the after- 
noon with three foursomes teeing off. 
The event was a kickers’ handicap. The 
prizes were golf balls and the rewards 
went to both members and guests—about 
equally divided. 

As far as scoring was concerned Char- 
ley Simons did his usual stunt and pa- 
raded out in front with a gross 8&5. He 
was off form just a little. There was a 
business meeting — executive session — 





Rosensweig Adds to 
Varied, Active Career 


INSURANCE BROKER FOR YEARS 
To Be Managing Editor; Has Worked 


for the Advancement of the Ins. 
Brokerage Profession Incessantly 


The appointment of Charles S. Rosens- 
weig, an insurance broker in New York 
City, to the post of managing editor of 
The Insurance Advocate, as announced 
last week, brings to the insurance news- 
paper field a man of innumerable con- 
tacts, particularly among brokers. His 
career as a broker and his many ac- 
complishments on behalf of the broker- 
age profession should prove advantage- 
ous to him in his new undertaking. 

Evidence of the appreciation for his 
achievements was shown by the remark- 
able turnout at a_ testimonial dinner 
given in his honor in 1929. He had given 
outstanding service to the cause of in- 
surance brokers and about 600 people 
attended this affair including company 
officials and Insurance Department ex- 
ecutives. Thomas B. Donaldson, James 
A. Beha and Albert Conway, who was 


at that time superintendent of insur- 
ance, were the speakers. 
Mr. Rosensweig was largely instru- 


NATIONAL FIREMAN S FUND 


FIRE FRANKLIN 


EXPERILNCL 
CO-OPERATIUN 


O'GORMAN & YOUNG, Inc. 


A LEADING NEW JERSEY AGENCY 


744 BROAD STREET - - - - - 


NEWARK, N. J 


New York Brokerage Office 


110 William Street 


W. E. Craig, Mgr. 





evening dinner. It was 


prior to the 
decided to hold the September meeting 


of the association at 
Club, near Boonton, N. J. 
Among those present at Spring Brook 
Country Club were: O cers — Edward 
W. Kelly, president; Fred W. Hoops, 
vice-president; Paul M. C. Hauser, sec- 
retary; William B. Holmes, treasurer. 
Others present were Paul Thompson, 
W. L. Hadley, Donald Pearsall, John F. 
Luehs, Robert Hulbert, Charles Simons, 
Joseph Kelly, Samuel Carhard, Leo Sul- 
livan, Jack Egan, William T. Murphy, 


Knoll Country 
) 


Phillip M. Winchester, Murray Feldman, 
John _ Short, William A. Bruckmann, 
Galen H. Buckingham. 





mental in defeating the Central Bureau 
plan to make producers responsible for 
unpaid earned premiums and to require 
an exacting signed application. He also 
presented evidence and_ exhibits that 
showed the value of the broker’s work 
to the New York State Industrial Sur- 
vey Commission which, on the basis of 
information regarded as inaccurate, was 
seeking to remove brokers from. the 
field of -workmen’s compensation or to 
reduce their commissions. 

In his new capacity Mr. Rosensweig 
will be in a fine position to continue his 
conscientious efforts on behalf of the 
insurance brokerage profession. 





HARRY P. BRAINARD DEAD 

Harry P. Brainard, Buffalo insurance 
man and former district deputy grand 
master of the New York State Masons, 
died in that city August 2. He became 
ill while attending the Council of De- 
liberation of the Consistory in Brooklyn. 
He was 65. He was born in St. Peters- 
burg, Fla., and before entering insurance 
was in the bicycle business. 





MAJOR V. L. VENABLE DEAD 

Major Virgil L. Venable, for many 
years a resident of Portland, Ore., and 
connected with the general insurance 
firm of Bates, Livesly & Pearson, died 
in Bordeaux, France, June 21. He was a 
member of the Canadian “Princess Pats 
and of the Oregon National Guard. 


CELEBRATES 35TH ANNIVERSARY 

Joseph Golub, Brooklyn and Manhat- 
tan fire and casualty agent, with offices 
at 151 Remsen Street, Brooklyn, and 123 
William Street, New York, is celebrating 
his thirty-fifth year in the agency bust- 
ness. The Golub agency now repre 
sents seventeen companies, writing al 
classes of business. 


JOINS FOWLER & KAVANAGH 


Charles T. Werner, producer and un- 
derwriter has joined the production de- 
partment of Fowler & Kavanagh, Inc., 
75 Maiden Lane. Mr. Werner served 
eight years under the late Frank 
Planding, at Newman-McBain, Inc. 
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Forgotten Rescuers 

James Westervelt, special agent of the 
Merchants’ of Denver, Colo., saved a 
young woman from getting under the 
wheels of a railroad coach about three 
years ago in New Jersey as then re- 
corded in the metropolitan papers. She 
lost her foot, but might have lost her 
life. Recently she was married and | 
asked Mr. Westervelt whether he had 
attended the wedding, as, if he hadn't 
saved her from a fatal accident there 
would have been no wedding. He said 
he‘had not even been invited, and that, 
moreover, he had heard very little from 
her since the accident, not even a mes- 
sage of thanks. Peculiar psychology on 
the part of the rescued party! 

I rescued a young woman once from 
drowning at the Hotel Champlain, but 
because I displayed no romanticism, nor 
even thought much about the matter, 


TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 











and called her down roundly for en- 
dangering herself in strange waters 
(instead of taking her into my arms, I 
suppose) she wouldn’t speak to me when 
in the evening I saw her in the dancing 
room. You see, I did not act up accord- 
ing to her story book pattern, where the 
life-saver is supposed to fall violently in 
love at once. 
* * 

Less Poker Than in Other Years 

It seems to me that poker is not as 
popular as it used to be among travelers. 
Formerly, at the Iroquois at Buffalo one 
was kept awake all night by the noise 
in an adjoining room. I remember one 
night, when attempting to get a little 
sleep, I knocked at the door and asked: 
“Will the gentleman who always makes a 








Auto Finance 


(Continued from Page 13) 


of automobile insurance, particularly for 
finance accounts, is a rate of commis- 
sion high enough to tempt agents to 
share their commission with someone 
not in the insurance business and not 
entitled to share in the commission. It 
is my firm conviction, for the truth of 
which I have many examples and many 
direct unsolicited statements from 
thoughtful agents in various parts of 
the country, that when rates of com- 
mission get too high this is the invari- 


able result. I might almost say, and 
prove it, that the higher the rate of 
commission allowed by the insurance 


company the smaller the proportion of 
the commission retained, as commission, 
by a bona fide insurance agent. 
No Separate Class 

“The National Automobile Under- 
writers Association has not approved 
plans for a separate classification for so- 
called finance business, and by the ex- 
pression of its preponderant majority 
membership that association has no in- 
tention of establishing such separate 
classification. Uniformly the membership 
has given evidence of its deep-seated de- 
sire to evolve a plan which will not re- 
duce commission rates to bona fide 
agents, and at this time the board of 
directors of that association still hopes 
that it can find a way for agents to 
handle automobile finance accounts at 
rates of premium and policy conditions 
which will get the business in competi- 
tion and at rates of commissions to 
agents which will compensate them for 
services rendered. Any such plan, to be 
acceptable and enduring, must of course 
contain a balance between premium in- 
come and outgo for losses and expenses, 
including commissions, which will leave 
the carrying company at least the hope 
of a profit.” 

Work Done With Credit Men 

Mr. Falls turned to the successful 
efforts of insurance men to establish a 
method by which credit men can obtain 
usable information on the extent to 
which their credit applicants are ade- 
quately insured. He noted that eight 
years ago the National Association of 
Credit Men established an insurance 
committee and under the able leader- 
ship of Don Campbell, Chicago, credit 
manager for the America Fore group, 
this committee brought this subject to 


racket when he loses please keep quiet 
so guests can go to sleep?” It grew 
quieter after that. 

the attention of credit men, whose na- 


tional association has 23,000 members. 
A survey made by that association in 
1936 demonstrated how little considera- 
tion credit men were giving to the in- 
surance carried by those seeking credit. 

Mr. Falls related how in November 
1937 the New Jersey Association of 
Credit Men, through its insurance com- 
mittee of which Harold E. Taylor, 
American Insurance Co., was chairman, 
arranged to hold an evening meeting in 


Newark, devoted entirely to the sub- 
ject of insurance. Before that audience 
Mr. Falls presented in a general way 


the scope of insurance as an aid to credit, 
and particularized in a few examples how 
insurance might be used to greater ad- 
vantage by credit men in the conduct 
of their own business, and to help them 
minimize some of the chances of credit 
loss to which their houses were subject. 


Insurance Need Proved 


Interest in this 
the credit men 
about two hours. Since 
of similar meetings have been held in 
various places. Mr. Falls continued: 

“The files of the National Association 
of Credit Men contain thousands of 
records of specific instances where cus- 
tomers of their employers have failed in 
business and have settled with their 
creditors for a few cents on each dollar 
of obligation, because calamity has over- 
taken the customer’s business and the 
insurance coverage carried was inade- 
quate to indemnify the customer for an 
insurable loss. Sometimes a substantial 
credit loss results from the absence of 
net earnings insurance, which some call 
use and occunancy, and some call busi- 
ness interruption indemnitv. Sometimes 
a judgment for personal injury throws 
a business into bankruptcy because there 
is either no owners’, landlords’ and 
tenants’ liability insurance, or it is car- 
ried in insufficient limits. 
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Myron W. Booth Dies 
Of Heart Disease 


WAS AN ADJUSTER SINCE 1934 





Resident of Syracuse for Many Years; 
Joined Underwriters Association 
. Y. State in 1918 





Myron W. Booth, Syracuse, 
ent fire adjuster, 
of heart disease. 


independ- 
July 23 
Elsmer, 


died suddenly 
A native of 


Y., Mr. Booth had been a resident 
of Syracuse for twenty-seven years. 
After his graduation from Cornell he 


joined the Underwriters Association of 
New York State and in 1918 became a 
special agent for Concordia Fire. He 
served later in similar capacity for the 
3altimore American and the Peoples 
National. 

Mr. Booth became an independent ad- 
juster in 1934. He was a member of thx 
Syracuse Field Club, the Blue Goose, 
New York State Association of Super- 
vising and Adjusting Fire Insurance 
Agents, the Syracuse Yacht and Coun- 
try Club and the Liederkranz. 





F. H. WITMEYER BEREAVED 


Dr. Harry G. Witmeyer, father of For- 


rest H. Witmeyer, superintendent of 
agencies for Excelsior Insurance Co. 
died July 28 at his home in Parkers- 
burg, W. Va. 





GEORGER ESTATE $178,584 
Charles A. Georger, for fifty-two years 
secretary of the Buffalo Insurance Co., 
who died May 10, 1939, left a gross 
estate of $178.584, according to a state 
tax appraisal filed in Surrogate’s Court 
in Buffalo. 


REDMAN GOES TO TEXAS 
Clarence H. Redman, manager of the 
S. T. Morrison agency at Iowa City, 
has resigned to become insurance de- 
partment head in the Richard Gill Co., 





San Antonio. 
TO MEET AT TULSA 
The annual convention of the Okla 
homa Association of Insurors will b 


held November 8 and 9 at Tulsa. 





Eagle Fire Insurance Company 
(New Jersey) 


Treaty 
18 Washington Place 
Newark, New Jersey 





FIRE RE-INSURANCE 


Baltica Insurance Co. Ltd. 
(Denmark) 
U. S. Branch 


Facultative 
90 John St., New York City 
Pacific Reinsurance Bureau. Ltd. 
114 Sansome Street. 
San Francisco, California 











presents 
















a new and simplified 
work sheet for the 
development of 
Use and Occupancy 
insurable values to. 
gether with an explana- 
tion in laymen’s lan- 
guage of the purpose 
and operation of this 


insurance necessity. 


Copies are available 
upon request. 





Insurance of Physical Values 
is Essential; 


Insurance of Business Earnings 
is Vital. 





2 4 
4ny insv® 


Head Offices, 401 Walnut St., 
Philadelphia, Pennsylvania 
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Sees Broader Service 


(Continued from Page 13) 

on previously dificult to provide and 
a nbersome when available. : 
The formation of the Inland Marine 
Underwriters Association and the adop- 
tion of the nation-wide definition have 
ven impetus to the development of 
floater and tranportation classes gener- 
ally, and yet have kept marine depart= 
ment operations reasonably free from 
trespass On the functions of other divi- 
sions of insurance. 

7 Rate Reductions 

“Casualty: Important advances in the 
feld of casualty insurance are repre- 
ented by the comprehensive forms 
which have been adopted, and those now 
in process, and by the safe driver re- 
yard plan with its incentive to careful 
operation of automobiles. In all lines 
of insurance there has been a steady 
reduction in rates, brought about, in part 
at least, by the splendid public service 
activities of carriers in safeguarding 
hazards and thereby preventing losses. 
Unfortunately the resultant lessening of 
income and the increased ratio of ex- 
yense to producers and companies have 
developed competitive practices, which, 
if continued, will be injurious alike to 
the business itself and those engaged 
in it. 

“Many specialty companies have been 
organized in the last tew years by finance 
corporations for the purpose of insuring 
properties in which their sponsors have 
an insurable interest. Usually these 
companies operate outside of the Amer- 
ian Agency System, except to the ex- 
tent they are compelled to license their 
salesmen and other employes. Other 
direct writing companies—generally mu- 
tual in form—have grown more ageres- 
sive in their quest for business. 

‘Time does not permit a more ex- 
tended review of the developments of 
the past ten or fifteen years, but the 
foregoing probably includes most of 
those of major importance. These 
changes have not come about suddenly, 
but are the fruit of progressive thought 
and action over the last few years. 

Circle Narrowing 

“Now, what of the prospect based on 
these indications? It seems reasonably 
certain that higher loss of ratios can 
be looked for by reason of the increased 
exposure per dollar of premium written. 
This, in its turn, is bound to result in 
acloser application of the principles of 
wderwriting and selection. In_ se- 
quence will follow increased efforts to 
reduce hazards, all constituting what 
would appear to be a constantly narrow- 
ing circle, 

“Lower rates on basic covers will have 
to be offset by the sale of more in- 
‘lusive contracts. Producers will have 
fo recognize as never before that the 
lunction of an insurance salesman is 
tot primarily to save money for his 
cient, but rather to provide at a reason- 


ible price all the insurance protection 


lesirable and necessary. Instead of re- 
lin premium endorsements, extended 
covers can and should be added to pol- 
les with little or no change in the 
riginal cost. 

3 Research Essential 

Greater economies in the operation 
and maintenance of offices and services, 
simplification of methods and elimination 
ot detail should be brought about wher- 
‘ver feasible. Research, involving con- 
‘tacts and their application and, particu- 
larly, the needs of the insurance buying 
public, must, to a greater degree, engage 
ie attention of the business as a whole. 
j More and more the cost of conserva- 
mn services rendered by company or- 
‘anizations should be taken into account 
the basis of rates. It is here sub- 
mitted that not losses alone, but, in 
“ldition, loss adjustment expenses, taxes, 
and the cost of loss prevention activities, 
‘nould be combined to produce the ratio 
which largely determines basic rates. 
Pea of organizations like the Na- 
nal Board and the many rating bu- 
watls Whose functions are largely di- 
‘ected toward life and property preserva- 
tk serve proportionate consideration 
claims paid, as constituting an 


essential part of the value of insurance 
service to the general public. 


Closer Cooperation Basi¢ 


“The experience of the past few years 
has demonstrated that closer cooperation 
and a better understanding can, should 
and must exist between producers and 
companies, and that this can be brougltt 
about by conference and discussion. The 
future should bring a greater realization 
of the extent to which the interests of 
all are bound up in the interest of each. 

“The possibilities for the future are un- 
limited. The probabilities may be briefly 


summarized: Capital stock company in- 
surance will go forward to greater 
achievements in the field of public ser- 
vice, and profitably to all those asso- 
ciated with it, to the extent that its 
principles are loyally upheld. Its cover- 
ages must continue to be expanded, yet 
simplified; its products must be more 
effectively sold, this to be brought about 
by, and only through research—organ- 
ized and effective—which should reveal 
additional requirements and a more ex- 
act application of insurance contracts to 
changing needs of changing world. 
“Specialty companies will be organized 





when, as and if their sponsors see opor- 
tunities for saving on insurance costs 
and when, in their opinion, agency ser- 
vice is unnecessary. The challenge is 
thus thrown out to the American Agency 
Svstem to demonstrate beyond question 
the value of that service. Additional and 
increased coverages will, and can, be 
sold and will offset premium reductions 
on basic coverages. 

“Unsound and unfair competitive 
methods must be eliminated and replaced 
by cooperation and understanding, to the 
end that there may be freedom of oper- 
tien for all, but license to none,” 








~ 


AT KERN’S DEPARTMENT STORE IN DETROIT, FOR EXAMPLE: 


...fire broke out in a duct of the air conditioning 
system on January 31, 1938. Direct fire damage was 
only a few hundred dollars. But dense clouds of 
smoke, generated by the burning of oily lint and 
dust adhering to a filter, quickly spread through the 
basement, first and ninth floors of the store, caus- 
ing damage to merchandise in excess of $100,000.* 

To combat this threat of smoke damage—as well 
as fire, panic and other hazards in which air duct 


systems are a factor—A.D.T. has developed acom- _ tection measures. 


plete system of Automatic Fire and Smoke Control 
for Air Duct Systems. With this protection, the 
presence of smoke or fire is detected automatically, 
and the air duct system is instantly removed as a 
hazard through automatic stopping of fans, clos- 


ing of dampers, and the performance of all other 
necessary control and alarm functions. 

Kern’s department store adopted suitable A.D.T. 
protection shortly after the costly experience de- 
scribed above. Undoubtedly there are among your 
clients many who also need this type of special 
protection—and you can render them a genuine 
service by pointing out the seriousness of the 
hazards involved, and recommending proper pro- 


We shall be glad to send you a booklet describ- 
ing A.D.T. Automatic Fire and Smoke Control 
for Air Duct Systems. 


*Details of this and other fires involving air duct systems may be found 
in the N. F. P. A. Quarterly for Jan., 1936; April, 1938; and April, 1940. 


A. D. T. AUTOMATIC FIRE AND SMOKE CONTROL FOR AIR DUCTS 
Controlled Companies of AMERICAN DISTRICT TELEGRAPH CO. 155 Sixth Avenue, New York, N. Y. 
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Testimonial Dinner 
To Walter H. Bennett 


IN AGENTS’ SERVICE 20 YEARS 
Get-together Jollification at Buffalo 
Convention of National Association 
Dedicated To Him 
Executive officers of the National As- 
sociation of Insurance Agents have de- 
cided to designate the traditional get- 
together dinner at the forthcoming an- 
nual covention in Buffalo, September 
16-19, as a testimonial dinner to cele- 
brate the twenty vears of service to the 
association of Walter H. Bennett, its 
general counsel and_= secretary. An- 
nouncement to that effect has been made 
jointly by President Sidney O. Smith 
of Gainesville, Ga.; Vice-President Payne 
H. Midyette, Tallahassee, Fla, and 
William H. Menn of Los Angeles, chair- 
man of the executive committee. The 
dinner gathering, which usually draws 
the largest single attendance of any event 
on the convention calendar, will be held 
on the evening of Tuesday, September 17. 
To Be Gala Event 

Although Mr. Bennett rounded out 
twenty full years as general counsel and 
secretary of the association May 31, it 
was felt that the convention in Buffalo 
would provide the fullest and most ap- 
propriate background for a major cele- 
bration of the event. The ceremonies 
and testimonials which will thus feature 
the get-together dinner in Buffalo will 
greatly augment the program itself and 
enhance its interest, for, as in the past, 
the festivities that night will also include 
a full entertainment presentation, with 
music throughout and dancing to follow. 

Association’s Growth 

Mr. Bennett first became associated 
with the National Association June 1, 
1920. Through the intervening years the 
membership grew from 6,500 to the 
present all-time record enrollment of 
more than 15,500. The association fi- 
nances developed to their present sound 
and stable level and the association it- 
self achieved the preeminent prestige and 
constructive influence that it enjoys 
today. 

One of the best known insurance men 
in the United States, Walter Bennett 
has probably addressed as many insur- 
ance gatherings as anyone. He is a 
forceful and effective sneaker and his 
weekly editorials (The State of the Or- 
der) in the American Agency Bulletin, 
official publication of the National As- 
sciation, are widely read. 

Was Illinois Attorney 

Mr. Bennett began his business career 
as an attorney in Quincy, IIl., and later 
served as corporation counsel for that 
city. Subsequently he was appointed 
state fire marshal of Illinois and served 
two terms as president of the Fire Mar- 
shals Association of North. America. 
His outstanding accomplishments of a 
legal nature and his activites in regard 
to fire prevention were among the many 
things which first drew the attention of 
National Association executives to his 
work. 

B. D. O. Developing 
Southern California 

Assistant Manager H. P. North, in 
charge of the Pacific Coast for the Busi- 
ness Development Office, has been in 
Los Angeles in company with a repre- 
sentative of the home office in New 
York, preparatory to holding a confer- 
ence with the B. D. O. committee of the 
Southern California Fire Underwriters 
Association relative to extending devel- 
opment in that territory. 


ELECT ROGERS AND PENMAN 

At meetings of the Insurance Benevo 
lent Fund and the Insurance Orphanage 
in London, Arthur S. Rogers, general 
manager London & Lancashire, was 
elected president, and William Penman, 
actuary and life manager, Atlas, deputy- 
president for the ensuing year. 


British View of French 
Insurance Collapse 


INTERNATIONAL RELATIONS 
British Reinsurance Companies Have In- 
creased Their Business to Some Extent; 

Comment on Reserve Safeguards 

A British viewpoint on the reinsurance 
situation in France bearing on the after- 
math of the defeat of France in the War 
ts gtven as follows in the current issue of 
The Review, a London insurance journal: 

The collapse of France has brought 
to a temporary end a substantial busi- 
ness built up over many years by British 
insurance companies in France. Prac- 
tically all our leading companies were 
represented there, in addition to which 
much business, particularly marine busi- 
ness, was placed directly in the London 
market. No information is available of 
the extent of the business, but in addi- 
tion to the substantial direct insurances 
a great amount of re-insurance business 
has also been temporarily lost. On the 
other hand a certain amount of British 
business hitherto re-insured in France 
has now become available for re-insur- 
ance elsewhere. It is, however, generally 
accepted that the business which came 
to this country from France was far 
greater than that ceded to France, and 
in that sense a loss will result to 
British companies. It does not neces- 
sarily follow, however, that British com- 
panies will suffer an underwriting loss 
by the collapse of France. Strenuous 
efforts have been made in the imme- 
diate past to improve the French acci- 
dent business but it is doubtful whether 
it has become entirely satisfactory to 
re-insurers. On the other hand intense 
competition had begun to have a serious 
effect on the quality of French fire busi- 
ness, hitherto freely sought after by 
foreign re-insurers. 

Reinsurance Facilities 

Everyone will regret that old-estab- 
lished insurance links . have been so 
suddenly interrupted, and especially that 
the Anglo-French insurance collabora- 
tion so happily inaugurated a_ few 
months ago has been brought to an end. 
The British market has for the time 
being been thrown back upon its own 
re-insurance facilities, apart from those 
still available in countries as Switzer- 
land and Sweden, with which at least 
telegraphic communication is still pos- 
sible. We understand that, as a result 
of the regrettable developments in 
France, British professional re-insurance 
companies have increased their business 
to some extent. Naturally under pres- 
ent conditions the proportion of home 
to foreign business for both insurance 
and reinsurance companies may be 
somewhat increased, and in that case 
the sound financial policy pursued by 
3ritish companies in keeping dividends 
within the limits of investment revenue 
will get its reward. This policy has 
enabled the companies to build up strong 
general reserves as a safeguard against 
any contingencies that may arise owing 
to a reduced world-wide spread of busi- 
ness and consequent momentary lop- 
sidedness of accounts. However, it is 
well to remember that British insur- 
ance is safely anchored in the economic 
life of the Empire and the American 
Continent and therefore is little affected 
by events on the Continent of Europe. 
(Since this was written it has been an- 
nounced that limited mail communication 
has been established with Switzerland, 
but that it may be subject to enemy 
scrutiny.) 





NOTICE ON REINSURANCE 

Announcement is being made by the 
Union Fire, Accident & General that 
all treaty reinsurances ceded under 
treaty contract are 50% with purely 
Canadian dominion licensed companies 
and the other half in substantial Amer- 
ican companies licensed in Canada. 
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‘. Fires Didn’t Feaze 
” Ky. Firebug’s Father 


EACH TIME EXPECTED TO DIE 





+. Another Torch Case Innocent 
Di jeighbor Expires From Shock; Two 
Interesting Arson Bureau Items 





Operations of firebugs often go hay- 
wire. Two cases which have recently 
come to attention of the arson bureau 
of National Board of Fire Underwriters 
illustrate that you never can tell. One 
of these cases resulted in an unexpected 
death from shock. In the other an ex- 
pected death did not materialize because 
an old man pré ywved shock proof. 

Case No. 1 resulted in the arrest of 
RG. Taylor of a Louisville suburb 
and his sentencing to one year in prison 
for starting fires. Connected with carni- 
vals and picture shows at intervals, he 
had been unable to obtain employment 
for sometime. His father, a former rail- 
road worker, was old and for two years 
has been bed-ridden. The father had a 
bad heart condition and the doctor 
warned him against excitement. He was 
told that an emotional experience might 
cause his death. 

However, beginning with February 12, 
1940, there was plenty of excitement in 
the Taylor house. On that day there 
was a fire in a garage next door to the 
house. Four days later there again was 
a fire in the garage at 6:54 in the 
evening. A couple of hours later there 
was another fire in a shed behind prop- 
erty occupied by the Taylor family. Six 
days later there was another fire in the 
same shed. Three days later the firemen 
were again called to the shed. The sixth 
fre was in the home occupied by the 
Taylors, and R. G. Taylor was arrested. 
He admitted setting the fires but denied 
that he wanted his father to die despite 
the burden that he had become. He 
testified that he started the fires out 
of “meanness” and because he liked to 
see the engines run. 

Inquiry by the police developed that 
the first thing R. G. Taylor did follow- 
ing discovery of a fire was to run into 
the room of his sick father and either 
shout “There is a fire outside!” or “Well, 
they have us this time.” Evidently, the 
family physician was incorrect in his 
diagnosis because each time the son ran 
into his father’s room the latter took the 
news calmly and his heart seems to be 
in about the same condition it was. 


Removed Her Valuables Before the Fire 


In the other torch case a Polish woman 
named Beszcak living with her daughter 
Emily in the Indian Orchard district of 
Sringfield, Mass., was arrested charged 
with setting fire to a dwelling house and 
contents. After the mother had started 
the fire the daughter ran into the street, 
leliberately passed a fire alarm without 
tnging it, rushed into the home of a 
neighbor named Jordan, 67 years old, 
and broke the news. She asked him to 
ntorm the fire department. In bed at 
the time, he hastily donned garments, 
tan back to the same fire alarm box 
which Emily had passed, and sounded the 
alarm. The effort was too much. He 
collapsed in the street from a_ heart 
attack and shortly thereafter died in a 
hospital, 

In meantime the mother went into 
4 combination chicken coop and barn 
and told the daughter to snap the pad- 
lock-on the door and lock her in. “If 
the police come nosing around asking 
(uestions tell them I am visiting rela- 
‘wes in Wallingford, Conn.,” she told 
her daughter. 

Seventeen hours later when Emily 
made a confession to the police she for- 
sot to tell them that she had the key to 
the padlock on the barn with the result 
that the police broke in the d Or. Upon 
making an examination of the hayloft 
Detective Paul Henry found Mrs. Besz- 
ak fully dressed, lying on a matress in 
“le tar corner of the loft and in her 
ams she held a green metal strong box 


Work on Selection 
Of Fire Fighters 


RECRUITMENT PROGRAM GIVEN 








Percy Bugbee of N. F. P. A. Contributes 
Foreword; Work of Public Admin- 
istration Service, Chicago 


Public Administration Service, 1313 
East Sixtieth Street, Chicago, has pub- 
lished “The Selection of Fire Fighters,” 





prepared by members of its staff and 
which is sold at 75 cents a copy. The 
foreword is by Percy Bugbee, general 
manager National Fire Protection Asso- 
ciation. The original manuscript was 
prepared by Felix Nigro, then on the 
staff of Public Administration Service 
and now a member of the National Re- 
sources Planning Board staff. 

The introduction deals with elements 
of a recruitment program and_ the 
machinery of recruitment. In a chapter 
on the fireman’s job and qualifications 
this pamphlet of twenty-eight pages em- 
braces qualifications of a good fireman, 
physical health, strength and agility; 
mechanical aptitude, cooperativeness and 
education and age requirements. 

Program Outlined 

The recruitment program includes: 
canvass of available applicants, the ap- 
plication form and rating, the testing 
process—written, medical, physical per- 
formance and oral—the character invest- 
igation, administering the examination 
program, certification of eligible candi- 
dates, the probationary period. 

Three appendices deal with general 
intelligence tests, mechanical aptitude 
tests and physical testing. The exhibits 
consist of the class specification, the 
announcement of examination, the exam- 
ination application, check-list of medical 
standards, the medical examination re- 
port, medical history statement, oral in- 
terview rating form, employment inquiry, 
reply to employment inquiry, probation- 
ary performance report. 


ERNEST KRONIMUS ADVANCED 
Southern Division Underwriter of Home 
Given Charge of Credit Depart- 

ment At Main Office 

Ernest Kronimus, underwriter of the 
southern division, has been placed in 
charge of the credit department of the 
Home Insurance Co., to assume duties 
of the late William Millar, assistant sec- 
retary, who died July 20. Mr. Kronimus 
joined the Home in 1907 in its southern 
division, having previously had nine years 
experience with a New York brokerage 
firm and a short service with the Ger- 
mania. He advanced through the south- 
ern division by successive stages from 
examiner to supervisor and in 1930 to 
underwriter, 

The credit department was organized 
in 1934 and has been playing an increas- 
ingly important part in the company’s 
affairs, having done a great deal in ad- 
vancing the cause of sounder and better 
underwriting practice. Mr. Kronimus 
has been a keen student of moral and 
credit hazards and has lectured and 
written on the subject. 





MANY STUDENTS GRADUATED 
About four hundred students in the 
Pacific Northwest have finished the 
course of Insurance Institute of America, 
Inc., and will receive final certificates. 
The State of Washington had seven 
graduates, all from Seattle. In Canada 
3ritish Columbia led all provinces with 
fourteen graduates. 





containing her insurance policies, deed 
to the property and other valuable 
papers. 

A further search of the barn-revealed 
a considerable amount of personal prop- 
erty, including her Summer and Winter 
clothing, bed linen, table cloths, hats, 
handbags, perfume, jewelry and canned 
food. She won't need the perfume or 
the jewelry in jail. 


Capital $12,000,000 
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PROF EE © 96 CO OF MON nes 


ach month’s North America national adver- 
tising emphasizes the plus-advantage offered 
North America Agents in the _loss- 
prevention engineering service symbolized 
by the White Fireman. This month’s adver- 
tisement, citing the case of a policyholder 
who, by adopting the precautions recom- 
mended by the White Fireman, earned a 
worth while reduction in his fire insurance 
costs, continues to build goodwill for North 
America Policies . . . and, of course, North 


America Agents. 


See our full-page advertisement 
in the August 12th issue of Life. 
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write practically every form of insurance, except life. 
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Data on Sailing Dates 
Withheld by British 


RESPONSIBILITY ON BROKERS 
Obligation to Obtain Insurance on Rea- 
sonable Terms; Rates May Change 
Before Vessel Departs 





A movement is afoot in the 


British marine market to refrain from 


now 


circulating details, even for underwrit- 
ing purposes, of the sailings of vessels 
on the ground that information- which 
might be of use to the enemy should 
be withheld wherever possible. In peace- 
time underwriters naturally expect to be 
told the dates on which it is proposed 
to forward the and in 
wartime the dates have 
regarded as relevant facts. 

In both War Risks 
Insurance Scale and the Advisory Sched- 
ule issued for the guidance of under- 
writers in the open market it is stipu- 
lated that the rates apply to sailings 
within seven days. Underwriters, it 
would appear, must in future be satis- 
fied with this information as a maximum 
when considering proposals. 


consignments, 


hitherto been 


the Government 


Reliance on Brokers 

There have been cases recently where 
merchants have been charged a war risk 
rate different from what they expected. 
The explanation has been that the ships 
carrying the goods did not sail until 
after the rates had been altered. It is 
pointed out that a broker who adhered 
to the understanding that information 
should not be disclosed would not be at 
liberty to inform his client of the date 
of sailing. Thus the shipper must be 
content to rely on his broker to protect 
his interests and obtain insurance on 
reasonable terms for him. The with- 
holding of information of sailing dates, 
although annoying, must be regarded as 
a small price to pay to insure the safety 
of valuable vessels. 





SALVAGE ACT RUSHED 





Underwriters Expected to Pay for Ser- 
vices That Would Save Them Money; 
Future Claim Privileges 

The rapid passage of the Merchant 
Shipping (salvage) bill through all its 
stages in the British House of Commons 
has been followed by its introduction, 
second reading, and committee stage in 
the House of Lords. Within a very 
short time the bill will become law. 

It was explained in both houses that 
the Admiralty has already taken over 
almost the whole of the salvage organi- 
zation of the country and that since 
the beginning of the war upwards of 
100 vessels, of nearly 500,000 tons, have 
been successfully salved. 

The British commercial organization 
hitherto best known to underwriters is 
that of the Liverpool and Glasgow Sal- 
vage Association, but in the past much 
reliance has been placed on continental 
salvage associations and concerns. These 
associations, being mainly in invaded 
countries, are no longer available to 
British shipowners. Under the new leg- 
islation all British craft will be equally 
entitled to claim in future for salvage 
services rendered. 

In answer to the contention that as 
the navy is maintained by the taxpayers 
its services should be made available 
freely, it has been pointed out that ma- 
rine underwriters can hardly expect to 
obtain the benefits of special services 
which are the means of saving them 
large sums of money without paying for 
them, 






War Risk Rates Advanced 
On Portuguese Shipments 


Announcement has been made in Lon- 


don of the increase in the war risk 
rate in the advisory schedule for cargo 
between Portugal and the east and west 
coasts of South America from 3 to 5%. 
The rates for shipments between Portu- 
gal and Portuguese East Africa and In- 
dia and Macao remain at 4%, subject 
to the shipments not being made via the 
Mediterranean. For Madeira and the 
Azores 2% is quoted; for the Canary 


Islands, Cape Verde Islands, Portuguese 
Guinea and Angola, 3%. All these rates 
are for shipments in Portuguese vessels. 
They are well below those ruling for 
voyages to and from the south coast 
of the United Kingdom, not east of 
Southampton. They should be especially 
helpful to the agents of offices working 
in Portugal and Portuguese colonies. 


Shipowners and British 
Ministry in Agreement 

AMOUNT COVERED BY POLICY 

Will Provide Adequate Funds fer Re- 


placement and Prevent Inflation 


Of Insured Values 





An agreement among various war risk 
mutual clubs of British shipowners and 
the British Shipping Ministry has been 
announced. The outstanding points in- 
clude the effects it gives to the arrange- 
ments undertaken by the clubs, acting 
on behalf of shipowners, respecting the 
working of the government’s war insur- 
ance plan for British shippine. 

The plan provides that a pre-war or 
basic value shall be covered, and then 
additionally (due to the higher wartime 
value of shipping) an increased amount, 
to be adjusted from time to time by 


agreement between the clubs and the 
Ministry, or, failing agreement, by a 
tribunal to be set up for the purpose. 
If the ship is lost the owner is to be 
paid the basic value, but the increased 
value is to be credited to a government 
replacement account in the name of the 
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Shp that base made History 


As the most important unit thus far in the 
Government's program for the construction 
of 500 American merchant ships in the next 
ten years, it is appropriate that the first liner 
should bear the She 
was launched at Newport News, Va., on 
August 31, 1939, where she was christened 
by Mrs. Eleanor Roosevelt. The “America” 


name “America.” 


made her maiden voyage from New York 
to the West Indies in the service of the 
United States Lines in August, 1940. - She 
a load-draft displacement of about 
34,000 tons, and accommodates 1,219 pas- 
sengers and a crew of 639. Her length is 
723 feet, her beam 93 feet, and her depth 
to promenade deck 75 feet. 


has 
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The broad field of marine insurance, 
embracing as it does such a variety of 
forms of protection, is one which is not 
too familiar to the majority of insur- 
ance agents and brokers. It is only natu- 
ral for them to establish relations with 
an organization specializing in all forms 
of ocean and inland marine insurance. 
Such an organization is Appleton & 
Cox, Inc.—the marine department for 
twelve outstanding stock fire insurance 
companies—with branch offices and gen- 
eral agencies in principal cities for your 
convenience. Consult us whenever you 
have any marine insurance problem. 


bpleton & Cor 


INCORPORATED 


OCEAN AND INLAND MARINE UNDERWRITERS 
111 JOHN STREET, NEW YORK CITY: 





owner, and is only to be made available 
to him for replacement cn certain con. 
ditions. F 
Inflation Curb 

The object of the plan is to insure 
that adequate funds are available for 
replacement and for the prevention of 
the inflation of insured values. Broad} 
in effect, 80% of the total values Png 
ered are to be reinsured by the State 
which is to receive the same proportion 
of the premium, the remaining 20% bein 
for the clubs. g 


EXTEND SALVAGE CLAIM RIGHTS 
Shipowners and marine underwriters 
are interested in the Merchant Shipping 
(Salvage) Bill introduced in the Britis) 
House of Commons. This bill extends 
to all vessels of his Majesty the right to 
claim salvage for services rendered in the 
same way as, by the corresponding Ac 
of 1916, claims could be made on fy. 
half of British Admiralty salvage craj 
or tugs. In addition, the Bill grants 
the same powers to requisitioned ships 
—presumably merchantmen commis 
sioned to act as auxiliary cruisers or jn 
other capacities for the British Navy 
_ Although heretofore the ships belong- 
ing to the Crown for which claims could 
be made have been restricted to salvage 
craft or tugs, it has been practicable 
for the o.. cers and crews of other ships 
to be rewarded for services rendered 
Now this practice is to give place under 
the new Bill to a regular commercial 
system. 





BABY GIRL ARRIVAL 

Woodford C. Rhoades, advertising 
manager, Marine Office of America, is 
the proud father of a baby girl—Miss 
Virginia Randell Rhoades—who arrived 
at Mountain Side Hospital, Montelair, 
N. J., on July 28. This is the second 
daughter in the Rhoades family and her 
grandfather is Sumner Rhoades who 
heads the Eastern Underwriters Asso- 
ciation, New York rating organization. 





HARTLINE GOES TO ST. LOUIS 

The Marine Office of America, New 
York, has transferred J. D. Hartline 
from the Chicago office to St. Louis as 
special agent. Mr. Hartline was at the 
head office in New York before going to 
Chicago a year ago. In St: Louis he 
will be associated with Special Agent S. 
L. Bodman, with headquarters in the 
Pierce Building. 





WITH AVIATION UNDERWITERS 

Paul W. Herbert, a lieutenant in the 
U. S. Army Corps Reserve, has been 
appointed assistant manager at Los 
Angeles for Associated Aviation Under- 
writers. 





LLOYD’S BACK TAXES 

Back taxes amounting to $11,193 
against the underwriters at Lloyd's, 
London, for years 1912 to 1930 were 
placed on the assessment roll by John 
S. Clark, assessor, Chicago. ; 

The taxes, which the underwriters 
agreed to pay, through John S. Lord, 
attorney-in-fact, are on omitted net re- 
ceipts of fire insurance premiums col- 
lected in Cook County in these years, 
says the Chicago Journal of Commerce. 
Back assessments against other insur- 
ance companies on such omitted net re- 
ceipts collected from 1892 to 1917 will 
be made in the near future. 

The companies failed to return these 
receipts in the belief that they did not 
come under the provisions of the fire 
and marine act. Recent litigation. has 
determined that they do fall under the 
provisions of the act and Lloyd's tt 
cently agreed to clear up the back taxes 
and submitted figures showing the re- 
ceipts for 1912 to 1930. 

Taxes due on these returns 
regularly assessed since 1931. 


have been 





NATIONAL UNION DIVIDEND | 

Directors of the National Union Fire 
of Pittsburgh at its meeting July d 
declared a dividend of $1.50 per shar 
and an extra dividend of $1 per share. 
Both dividends are payable August 
to stockholders of record August 6. 
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Many Bright Spots in A. & H. 
Picture as Seen by Leaders 


National Defense Program Will Bring New Problems; Writings 
Well Ahead for First Six Months; Claims Slightly Higher; 
Group A. & H. Spreading Line 


By Wallace L. Clapp 


One of the bright aspects of the 1940 
insurance picture is the favorable ex- 
perience being enjoyed by the accident 
and health writing companies. Last year 
this line of business hit a new high in 
business written and from the results 
reported by various companies this year 
to date the 1939 peak will be topped. 
Oficial assurance that things are going 
along well in this field comes from 
Executive Secretary Harold R. Gordon 
of the Health & Accident Underwriters 
Conference. He reported that from data 
submitted by fifty-two member compa- 
nies of that body—representing over 90% 
of the premium income of all Conference 
companies—an increase of 10.6% in pre- 
miums for the first six months of 1940 
is shown compared to the same period of 
1939. Loss ratios increased 112%. 
Company Results At Haif Year Mark 
In line with this encouraging trend 
a number of large Eastern companies 
report similar gains in production. The 
Metropolitan Life, for example, shows 
for the half year $3,163,334 in net pre- 
miums written and renewed compared 
with $2,946,238 in the 1939 period; initial 
premiums—health only in the 1940 period 
were $120,011 compared with $18,/86 in 
the previous year’s first six months. As 
to clams paid the Metropolitan shows 
a total of $1,369,873 in the 1940 first half 
year compared with $1,346,864 in the 1939 
period—only fractionally higher. 
Although not reporting its actual writ- 
ings the Travelers, one of the largest 
A. & H. writers, indicates that its vol- 
ume gain for the first half of 1940 was 
145 and that health writings are greater 
than two years ago. Loss ratios, it is 
reported, have materially increased. Aetna 
Life reports a small gain in total A. & 
H. volume, health insurance writings 
greater, and points out that “while loss 
experience on accident business is favor- 
able for the first six months, the ratio 
is higher as compared with the same 
period of 1939. In the health line loss 
ratio is well above that of a year ago. 
The General Accident, many years in 
the A. & H. field, reports premium gain 
of 15% for the first half of the year and 
15.8% increase in incurred claims for the 
same period. Mutual Benefit Health 
& Accident, writing A. & H. lines only, 
shows total premium income of $8,376,495 
for the first six months compared with 
$6,559,059 for the same period of 1939. 
This company reports that its loss ratio 
80 far this year is 15/100ths of 1% 
below last year. Connecticut General, 
another consistent writer, points to com- 
bined accident and health premium gain 
ot 3% with slightly more favorable loss 
experience, 

These company figures give a good 
cross section of the A. & H. production 
and claim picture so far this year. 


Some Significant Developments 
Talking in the past few weeks to 
company executives The Eastern Under- 
Writer learned that among the significant 
developments in the A. & H. field in 
140 have been (1) the rapidly expanding 
group insurance line and increased in- 
terest by the public in the protection 


it affords by means of employes-employe 
participation; (2) the increased interest 
shown by the companies in improvement 
in their public and agency relations, the 
ieeling being that much can be done to 
promote more friendly and understanding 
relations with the public and producers; 
(3) the plan of the H. & A. Underwriters 
Conference to study simplified phrase- 
ology as recommended by its agency 
management committee; (4) the broad- 
ening of the field for selling accident 
insurance by extending the minimum 
age limits, and the maximum age limits 
for renewal business; (5) the exten- 
sion of accident coverage on a low-cost 
basis to cover families both under the 
auto accident forms issued by some of 
the companies and the family medical 
forms. Employers’ Liability, pioneering 
in the latter protection, reports a good 
reception has met its efforts to cover 
dependent members of a family head. 

Finally, the thought is expressed by 
George Goodwin, secretary, accident de- 
partment, Connecticut General, one oi 
the deans of the A. & H. business, that 
perhaps one of the most significant 
trends of the year has been the entrance 

(Continued on Page 28) 





3rd Hartford Days Series 
Arranged for Late October 


The Hartford Accident & Indemnity 
will hold its third series of Hartford 
Days during the third and fourth weeks 
of October. More than fifty meetings 
will be held around the country and 
all the company’s agents will be invited 
to attend. 

The educational theme at these meet- 
ings will be fidelity and surety lines. 
Time will also be allotted to personal 
accident insurance. Subjects which have 
been discussed at previous Hartford 
Days are automobile insurance, burglary 
insurance and all forms of liability cov- 
erage. 


Public Liability Risk 
Practice Broadened 


THREE YEAR COVER EXTENDED 


Owners, Landlords and Tenants and 
Elevator Forms Affected; Larger 
Lines To Be Benefitted 


Public liability risks subject to experi- 
ence rating under owners, landlords and 
tenants and elevator forms, heretofore 
limited to one year terms, may now be 
insured for periods of three years, with 
the customary discounts that are allowed 
for such longer term coverage. 

The National Bureau of Casualty & 
Surety Underwriters has announced that 
it had filed the new plan with the in- 
surance departments of the states af- 
fected and advised its member compa- 
nies that, effective August 1, the owners, 
landlords and tenants liability manual 
and the elevator liability manual have 
been amended to provide for writing 
three year policies. 


Extended to Larger Risks 


Non-experience rated public liability 
risks, which are the smaller risks, have 
been given the option of three year 
policies for sometime, with a resultant 
saving in premium cost through the al- 
lowed discount. This benefit is now 
extended to the larger risks, or those 
subject to experience rating. 

There will be no change in the cus- 
tomary examination of the experience of 
each individual risk on an annual basis 
and such adjustment of the premium as 
may be indicated on each anniversary 
rating date. The calculation of such 
experience modifications and the promul- 
gation procedure by the National Bureau 


will be handled on the same basis as 
in the past. 
Premium discounts for experience 


rated risks using the three year policies 
are the same as those specified in the 
O. L. and T, and elevator liability man- 
uals for non-experience rated risks. Dis- 
counts are to be applied to the experi- 
ence adjusted rates. The full manual 
rates will continue to be used for ex- 
perience rating purposes. 

The new plan is applicable both to 
new and renewal policies becoming ef- 
fective on or after August 1. Provision 
is made for policies which become effec- 
tive between June 1 and August 1 to be 
extended an additional two year period, 
with the three year policy discount ap- 
plied as of the date the policy was 
written. Policies which became effec- 
tive prior to June 1 also may be ex- 
tended for an additional two years, the 
discount being computed on a pro-rata 
basis as of August 1. 





E. F, COOKE DEAD 
Edward F. Cooke, claim manager in 
the Newark branch of Maryland Cas- 
ualty, passed away last Saturday at age 
50 after a long illness. He leaves his 
wife, a son, daughter, and two brothers. 
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Plattsburg, N. Y.,Camp 
Produced Good Results 


MEN 
Most Impressive Lestuve by U. S. Mili- 
tary Attache Just Back From Berlin; 
Three-Day Maneuvers Enjoyed 


INSURANCE ATTENDED 


The first Plattsburg, N. Y., contingent 
—800 in preparedness-minded 
business and professional men are back 
in civilian routine this week after spend- 


all—of 


ing the month of July in learning more 
about modern military training and 
methods of warfare. Many who attended 
held commissions in the World War and 
volunteered for duty at this time “on 
their own expense.” From early reports 
received they benefitted both physically 
and mentally, 

4 number of New York insurance men 
attended including C. P. Godley, Fidel- 
ity & Casualty contract bond manager 
at the home office; Richard J. Hill, 
surety manager, Maryland Casualty in 
New York; John Holbrook of the ma 
rine department of Marsh & McLennan. 
New York; Edward S. Knapp, Jr., of 
Francis C. Carr & Co., and John Barton 
Payne of the Metropolitan Life, con- 
sultant on managerial problems, wh 
tent mate of Judge Robert P 
Patterson. The latter, interestingly was 
notified of his appointment as Assistant 
Secretary of War while at camp. Phil 
H. Higley, son of the late Charles W 
Higley, president Hanover Fire, also at- 
tended and was a tent mate of Richard 
J. Bilt, 


Was a 


Generally Well Satisfied 

The Eastern Underwriter talked wit! 
a few of these “insurance soldiers” this 
week and found general satisfaction over 
the results of the Plattsburg tour, tak- 
ing into consideration the short time 
which was given to organizing the 
month's training period. Good fellowship 
prevailed and many friendships were 
iormed. The business men enjoyed and 
profited by their association with the 
soldiers of the 26th Infantry which is 
permanently stationed at Plattsburg. 
That Colonel Muir, commander of the 
regiment, was well satisfied was _ indi- 
cated by his ‘closing speech. He said 
that in his report to the War Depart- 
ment he would recommend commissions 
as 2nd lieutenants for those between 
ages 21-31 who had completed the course. 
Everyone received a certificate testifying 
to completion of his training. Average 
age of the men was 37 years. 

Most interesting experience was the 
three-day war maneuvers-—the most fun 


of all—with the Plattsburgers divided 
into the Red and the Blue Army. Most 
dramatic moment was when the tele- 


gram arrived notifying Judge Patterson 
on kitchen police duty that he was the 


new Assistant Secretary of War. One 
and all pointed to the talk by Col. 
Black, military attache of the U. S. Em- 


bassy at Berlin, as the most impressive. 
He had just returned to this country 
after several years abroad, and had 
traveled as an observer with the Ger- 
man Army on its Poland invasion. For 
three hours he talked with only a ten 
minute recess and with absolute quiet 
reigning throughout. 

Richard J. Hill, who will give a de- 
tailed account of his experiences in an 
early issue, told the writer: “This was 
an earnest, conscientious lot. All duties 
were cheerfully undertaken; food good 
but rather heavy, a normal amount of 
sickness considering the changed routine 
of 800 civilians. Bank officers, stock 
brokers, publishers, internationally known 
sportsmen, World War of‘tcers, joined 
in with younger men in an earnest effort 
to improve their knowledge of modern 
warfare and thus be better equipped to 
help their nation in case of emergency.’ 














W. K. FLETCHER RESIGNS 
W. K. Fletcher has resigned from the 
Excess Insurance Co. of America. He 
was assistant secretary of the company. 
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Arthur D. Cronin of Boston 


Vigorous and Resourceful as Insurance Broker; Foe of Con- 
sumer Cooperatives; In Demand as Speaker; Began 
Career With Travelers in 1907 


Spencer Welton, Peripatetic Vice-President 


If Arthur D. Cronin of Boston, Mass., 
had lived in the days of Richard Plan- 
crusading king of England, he 
headed a com- 


taganet, 
would undoubtedly 
pany of other militant 
with determination to bring light to the 
benighted by moral suasion if possible, 


have 


zealots all fixed 


by force of arms if needs must. Not 
that this vigorous and eminently suc- 
cessful Boston broker isn’t doing an 


effective job of business proselyting as 
the intellectual weapons ot 


it is, since 
pen and spoken word fit his hand and 
needs as well as the sword and lance 


of the jousting days of knighthood. 
Arthur Cronin deprecates his excur- 
sions into forensic lists by intimating 
that they are reminiscent of the windmill 
but those who 


tiltings of Don Quixote 


know his utter devotion to a cause he 
espouses liken him rather to a modern 
St. George going calmly about the busi- 
ness of ham-stringing what he honestly 
conceives to be an insurance dragon. 


Having said so much it is logical to 


go back a bit and learn a trifle more 
precisely : 
(a) Just who is Arthur D. Cronin, and 


(b) How did he get that way? 
Unmistakably of Boston 


Arthur Cronin is essentially and un- 


mistakably of and by Boston and (even 
though he makes no special parade of it) 
glad that he is. He was born in Dor- 
chester, a political subdivision of Boston 
in which community his parents had re- 
sided for many years. 

He attended the Edward Everett 
School and later the English High 
School at Boston, graduating with the 
class of 1907, and ending there an ex- 
posure to formal education per se which 
while brief, nevertheless laid a sound 
foundation for later self-teaching of uni- 
versity calibre. 

Never one to diffuse his interests, 
Arthur Cronin even as a boy confined 
his activity in athletics to baseball and 
as a youth devoted himself to sailing. 
From the Savin Hill Yacht Club as a 
home port he, with three other adven- 
turous youngsters, cruised up and down 
the New England coast in a 24-foot cat- 
boat which may in a measure explain 
the occasional robustness and salty flavor 
of his utterances both private and public, 

At the age of 17 he decided that the 
time had come to set about manufactur- 
ing a career and found himself a job 
in the Boston branch office of the Trav- 
elers Insurance Co. where he remained 
for six years. In 1913 he went to the 
big general agency of Kaler, Carney & 
Liffler and spent the next four years 
covering eastern Massachusetts as a 
special agent for the Zurich, which com- 
pany the agency represented. 

Then came what used to be called the 
World War and the young man, seeing 
an approved outlet for his essential com- 
bativeness, promptly enlisted in the Navy 

Ambition being ever an insistent punch 


to his spirit he soon contrived to ex- 





Kaiden-Keystone 


CRONIN 


ARTHUR D. 


change the lot of a “gob” 
ment to the Officers Training School at 
Princeton. There after an appropriate 
interval he was commissioned an ensign 
and given a roving assignment with the 
Navy’s pay division under the immediate 
direction of the Paymaster General. 


for an appoint- 


Re-entered Insurance After War 


In 1919 when the international turbu- 
lence had subsided Arthur Cronin re- 
turned briefly to Kaler, Carney & Liffler 
and then took a partnership in the insur- 
ance brokerage office of Jerome Scheuer 
which continued until 1925 when he 
withdrew and for a time associated him- 
self with John C. Paige & Co. 

In January, 1927, he went into busi- 
ness for himself as a general insurance 
broker and in the years which have in- 
tervened he has established himself as 
one of the outstanding producers and 
underwriters on the Atlantic Seaboard. 

sig “target” lines challenge his inter- 
est not because he has an extraordinary 
knowledge of rates and coverage and 
expects to resort to talented figuring to 
get a given risk but because he is gen- 
uinely eager to give the client service 
that will prove itself and demonstrate 
convincingly that the brokerage com- 
mission has been earned with something 
plus. 


Attitude on Price Competition 


While licensed as an insurance prac- 
titioner and conceded to be a specialist 
Arthur Cronin declines to content him- 
self with phrases; refuses to write a 
line unless he honestly believes that the 
assured will profit by the association. 

Competition on a strictly price basis 
doesn’t interest him because he finds or 
creates too many opportunities for what 
might be called constructive competition, 
engineering border-line risks into credit- 
ratings, developing new lines of cover- 
age, making practical surveys which give 
the assured all the coverage he ought 
to have wherever he has real need for 
protection, 

When he does lose a line on a strictly 
price basis, and it has happened even 


to him—he continues his interest in and 
his contact with the defecting client 
and surprisingly often gets him back, 
but never on a price basis. 

The prime inducement is resumption 
of the Cronin personal service, the ab- 
sence of which brings a result compar- 
able to the experience of the small boy 
who defined “salt” by saying “salt is 
something that makes potatoes taste bad 
when you don't use it.” 


His Reference Library 


Arthur Cronin’s comprehension of what 
to do and how to do it is, so he says, 
largely due to his continuous study of 
new developments in his profession and 
to the reference library he began build- 
ing soon after he entered the insurance 
field. He is an omniverous reader of 
insurance journals, of releases by com- 
panies and bureaus, and a publicist in 
his own right. 

Any paragraph, article or speech which 
he thinks may be usefui for future ref- 
erence is filed under an index and a 
cross index and he has always at hand 
a precedent or an authority for a need 
which may arise. 

It is probable the bulkiest folders are 
in the file cabinet labeled “mutual insur- 
ance” for it is his absolute conviction 
that “the principal of mutual insurance 
will, if carried to its logical conclusion, 
ultimately result in the destruction of 
our economic system.” 

Always a staunch champion of stock 
insurance and making many platform 
appearances as its proponent, Mr. Cro- 
nin did not intentionally or even will- 
ingly become a militant public opponent 
of consumer cooperatives in their various 
forms. Rather was that an unexpected 
but entirely logical result of his delivery 
in 1936 of a series of lectures on insur- 
ance before the division of economics of 
Soston College. 


A Widely Disseminated Lecture 


One lecture, which he prepared and 
thought of as just another in the routine 
of the class year dealt with the mutual 
principal as it related to casualty and 
surety lines. But considerably to Mr. 
Cronin’s astonishment his searching an- 
alysis of the factors involved and his 
clear-cut declaration of what it all led to 
aroused wide interest. 

The lecture was printed and _ widely 
disseminated by various organizations 
and its author was in immediate and 
continuous demand as a speaker not only 
in his native state but country-wide. 
That demand persists to this day al- 
though Mr. Cronin has found it neces- 
sary to limit his public appearances in 
order to find time to carry on his in- 
dividual business. 

No rabble-rouser, Arthur Cronin pos- 
sesses the faculty of carrying conviction 
to his hearers very much after the fash- 
ion of Wendell L. Willkie, presidential 
nominee of the Republican party. The 
brisk informality, the tempered force- 
fulness, the direct approach to a prob- 
lem, the graphic and often picturesque 
word- patterns are as typical of one as 
of the other. 


Active Supporter of Insurance 
Organizations 

Arthur Cronin believes in the value 
of insurance associations and has given 
them his active support as long as he 
has been in business. He is a past 
president of the Insurance Society of 
Massachusetts; member of the executive 
council of the Boston Insurance Brokers 
Association; a director of the Associated 
Agents & Brokers, Inc.; belongs to the 
Chamber of Commerce, American Le- 
gion, Military Order of the World War, 
Engineers Club, Boston City Club, and 
is active in insurance educational work. 

His interest in athletics is now vicari- 
ous and is largely confined to attendance 
when possible at ball games played lo- 
cally by his favorite Red Sox. 

Mr. Cronin reads economics for diver- 
sion with occasional digression into his- 
torical biography, and is exceedingly 
fond of music, chiefly symphony con- 
certs and opera, with some reservation 
as to the more robust Waenerian scores. 
He has an excellent tenor voice and for 
many years took leading roles in musi- 


Women Honor Winners 
In Chicago Courses 


GRADUATED WITH HIGH Marks 


Dorothy Miller, Margaret I. Bronson, 
Viola Lehtinen, John T. McWhorte; _ 
Mentioned Particularly 


Honors in the Insurance Institute o 
America educational courses held at (hj. 
cago this year were won by women 
Magna cum laude honors among gra. 
uates were won by Miss Dorothy Mille 
of Butler Motors, Inc., who also gt. 
tained the highest grades for study work 
in fire course No, 2. Miss Margaret | 
Bronson, of the American Mutual Lia. 
bility, who was graduated from the cas. 
ualty course, won cum laude honors and 
also received the highest average grades 
for study work in casualty course No, 3 
Miss Viola Lehtinen, Standard Accident, 
had the highest average grade in cas- 
ualty course No. 2 


McWhorter’s High Average 


Highest average mark for all seven 
courses was credited to John T. Me. 
Whorter, Fred. S. James & Co., who 


had an average grade of 93.1%. Mr 
McWhorter was enrolled in fire course 
No, 1. Graduated from the casualty 
branch were Miss Bronson, and Frank 
L. Stack of the Liberty Mutual. 
Those who have received diplomas for 
having completed the required study 
work in the fire branch, in addition to 
Miss Miller, were Edwin R. Spencer of 
Arthur R. Schwartz & Co., who achieved 
Fred C. 


cum laude honors; Anderson, 
Aetna Fire; William B. Arnold, Aetna 
Fire; Leslie B. Linquist, Illinois Audit 


Bureau; Lyman Peaks, Farmers Mutual 


Reinsurance. 





DAVENPORT HAS ANNIVERSARY 
W. Wallace Davenport, adjuster, with 


headquarters at the Houston, Tex, 
branch office of the Travelers, was 
twenty-five years with the company 


July 29. He is a graduate of Benjamin 
Harrison Law School and was admitted 
to the bar in Indiana. 





cal shows put on by the Insurance So- 
ciety of Massachusetts. 


His Belief in Insurance as a Profession 


Insurance to Arthur Cronin is in every 
sense a profession and he thinks of it 
as offering the most satisfying imagin- 
able field of opportunity for the young 
man of intelligence, ambition and. en- 
ergy. He cannot conceive of himself 
in any other iine of endeavor and is 
serene in his conviction that the real 
insurance man can always justify the 
fee he is paid. 

He concerns himself entirely with fire, 
casualty,. surety and marine lines re- 
garding life as a line which should be 
written by a specialist. On occasion, 
however, he does arrange for life cov- 
erage in connection with the special 
needs of an individual who is his client 
for other lines. 

Mr. Cronin has much support in his 
profound belief that he is highly favored 
in having as the head of his household 
the tall and strikingly handsome lady 
who left her Nova Scotia home to be- 
come his domestic partner. Mrs. Cronin, 
the former Miss Heien Robinson, comes 
of a long line of Nova Scotia sea cap- 
tains and her father, Captain Fred / 
Robinson, is still active there. 

She shares with Arthur Cronin an _en- 
thusiasm for Oriental rugs and old Eng- 
lish silver, and many excellent examples 
of both utilitarian ornaments will be 
found in the new home in which the 
Cronins will soon establish themselves. 

So now in conclusion we find that (a 
Arthur Cronin is an engaging c¢ ympanion, 
a formidable adversary, a notable advo- 
cate and a leader in his chosen profes 
sion; and (b) he got that way because 
there has always been a tack of ambition 
instead of a cushion of complacency 
the seat of his chair, 

Q. E, D. 
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Welton Talks Before 
Arkansas Ins. School 


THEME PRODUCTION METHODS 


k and Uncle Sam's Mail Still 
ier Way to Get Business; News- 
papers Unfailing Help 


Although required to cover the same 
ground repe atedly in his many talks to 
duction, Spencer Welton, 


agents on pro 
Massachusetts 


resident, Bonding, 


vice-f : 
somehow manages each time to present 
some of his long list of suggestions in 
4 novel setting that 
4 good example of his ability 
the address he 
Fire—Casualty 


arrests attention. 
along 
gave at 


= ase lines 1S 
Insurance 


he Arka nsas 





School at University of Arkansas this 
week. Mr. Welton introduced _ this 
thought: ; 
_ “The sm allest account in the agency 
s recognition of the agency trade mark 
pl i of goodwill on the part 
someb dy. Since there is some reason 


why the br usiness came to the office in 


the first place, discover that reason and 
use it to get more business from the 
ame source in the future.” 

Close to Agents’ Problems 
Mr. Welton, one of the most popular 
speakers on casué ig and surety pro- 


duction, has a knack of keeping in close 
h the problems and difficulties 
1cers in each part of the country. 
g, he is familiar with every 
_ Unit St: ates, ! its 
intimately 
of casualty and 








saanainiel 


surety 


} 
people an 


= every feature 





“One reason Mr. Welton is able to talk 
inspiringly about production is that in 
“remark: able growth of the 
business he has a clear 
vision concerning its still wider field 

fact, he sees it now as only just 
with opportunities crowding 
10ther in profusion and only 
enthusiastic embrace of 
will recognize their 









one upon ar 
waiting fc rr the 
the producer who 
possibilities. 
Canvass and Mail Plan 
In his Arkansas address Mr. Welton 
mphasized that “no disappointment is 
greater, and no criticism more caustic, 
than that of the client who finds him- 
self faced with a loss which his agent 
has failed to advise him to guard against ; 
so why go afield to look for new pros- 
pects when you have already on your 
books a source of new business?” Some 
f Mr. Welton’s other suggestions were 
to make at least one new acquaintance 
every day. The strongest possible 





method of business getting is a combina- 
tion of personal canvass and mail solici- 
tatic n. 


Certain types of insurance are 
re especially suited to and therefore 
easier to sell at certain times of the 
year. It pays to push lines that have 
definite renewal value. Paid banker's 
bond losses are as nothing compared 
with the actual losses of banks which 
were not adequately bonded. 
Introducing Drama Element 
Speaking of office management de- 
tals Mr. Welton held that every em- 
ploye of an agent’s office should con- 
tribute something to the upbuilding of 
its business. Every employe has innum- 
erable opportunities for so doing. While 
business should not be solicitated at 
social gatherings such events should be 
used fully to increase acquaintances and 
Prestige. There are prospects enough. 
The problem is to develop a definite 
plan of solicitation and follow it sys- 
tematically. The most successful insur- 
ance salesman is one who infuses his 
talk with an element of drama—some- 
thing to stir the imagination. 
Should Read Newspapers 

Mr. Welton told of a New York State 
agent who did a very elementary but 
rnusual thing and got a lot of business. 
Nhen the financial responsibility law 
there became effective he actually visited 
iome owners, from door to door, and 
told them point blank that their homes 





them in court 
they didn’t have automobile 
insurance to cover their losses. And it 
worked. Another feature of Mr. Wel- 
ton’s talk was that the average man and 
his family scarcely move without in some 
way being helped or protected by a bond 
of some sort, and casualty insurance 
offers the same opportunities for business 
building. Newspapers are an inexhaust- 
ible and unfailing source of prospects. 
One line leads to another. An agent 
must maintain his professional standing 
and be able to recognize needs. The 
basis of it all is in being sure that one’s 
client has adequate protection in all lines 
in which he should be covered. 


could be taken from 


actions if 


SPEAKS AGAINST MONOPOLY 


J. Dewey Dorsett Tells Arkansas School 
Pupils of Experience With State 
Fund Proposals 


Monopoly withdraws the incentive for 


good supplied by fair competition and 
provides countless opportunities for 
abuse, said J. Dewey Dorsett, manager 


casualty department Association of Cas- 
ualty & Surety Executives, to the Arkan- 
sas Fire and Casualty Insurance School 
at University of Arkansas, Fayetteville 
August 7. 

Mr. Dorsett discussed the 
workmen’s compensation law, passed by 
the state legislature in 1939, signed by 
the governor, and now required to stand 
the test of a referendum at the polls 


Arkansas 


next November. At the same election 
the people will vote on a _ proposed 
monopolistic state fund for workmen’s 
compensation. The monopoly idea, Mr. 
Dorsett said, was tried in the early days 
of compensation history and no state 
that investigated it has adopted such a 
law since 1915, except North Dakota. 


wW.. £.. THOMAS HAS NEW OFFICES 

William Thomas, & H. general 
agent for Thicaaeees 3onding, has 
formally opened his new and larger of- 


fices in th e Pershing Square B uilding, 
Los Angeles, “Open house” exercises 
were held August 1. 





55 


ears 


tion of the Preferred. 


Vacation Doesn’t Stop 
Lunt From Lecturing 


ARKANSAS PROGRAM 
Entire Week Devoted to Fire-Casualty 
School At State University; T. F. 

Cunneen Evening Speaker 
Arkansas 
of the many 
knowledge of insurance 
men attending, had a good 
week at the University of 
Fayetteville. Indicative ot 
both the “students” and 
the fact that Edward C. 


TWICE ON 








and Casualty 
held this year 


The Fire 
School, 


to advance the 


one 


men and w 
turnout this 
Arkansas at 
the interest of 
lecturers was 


Lunt, vice-president, Great American 
Indemnity, one of the deans of the 
surety business, took several days off 
from his vacation to make his scheduled 
appearances Mr. Lunt spoke twice, 
giving the benefit of his knowledge on 


surety underwriting and production. He 
; I 


is on a month’s vacation 


Sponsoring organizations of the school 
were the state agents’ association; th¢ 
Arkansas Field Men’s Association, Ar- 











kansas Casualty & Surety Association, 
and the College of Business Adminis- 

se of the University of Arkansas. 
De. -C. C. Fichtner, dean of that college, 
was in charge of the program and made 
the closing address of the school session, 
August 9. 

The school opened August 5 with a 
welcome by J. W. Fulbright epee 
of the University of Arkansas and the 
followed: L. H Scie. president, state 
agents’ association; Dr. Anderson Fitz- 
gerald, dean of University of Texas 
School of Administration; Felix Har- 
grett, assistant secretary, Home of New 
York: C. H. Brooks, America Fore 
engineer at Dallas. Both Dr Fitzg rerald 
and Mr. Hargrett spoke again on August 
6 along with J. Harry Bibby, pra. som 
casualty director, United States F. & G,, 
and Mr. L rg 

The third day’s program included Mr 


(Continued on Page 30) 


of ., 


The Preferred Accident has throughout its 55-year 
career built up and maintained a progressive staff 
of agents in all parts of the country with whom its 
relationship has been friendly and mutually profitable. 


The cornstone of the Preferred’s success has been 
gradual, steady growth, the emphasis.. being on 
careful underwriting in both field and home office, 
and a policy of claim settlements that builds good 
will among policyholders. 


That agents appreciate this program in its broad 
aspects is indicated by their long time representa- 
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THE PREFERRED ACCIDENT 
INSURANCE COMPANY 


of New York 
80 MAIDEN LANE, 


Edwin B. Ackerman, President 
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Ins. Broker Writes Book 
On Selling A. & H. Line 


JEROME S. MILLER OF N. Y. CITY 


Puts Emphasis on Need of Protection, 
Reasons for Selling; How Prospects 
Are Obtained; Servicing 


Terome S. Miller, 
Miller & Son, New 
brokers, 
ing at 5 


Harry 


partner in 


York 


has written a book called 
and Health Insurance,” just 


“Hall, 
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1940 Developments in A. & H. Field 


(Continued from Page 25) 


of casualty companies into the field 
through their new type of automobile 
coverage. 

Public Relations Big Topic 


No A. & H. convention program this 
year has failed to give prominent atten- 
tion to the subject of public relations 
and at one national meeting—that of the 
Health & Accident Underwriters Con- 
ference—a report on the subject was 
turned in by a special committee of 
company executives which has aroused 
widespread discussion and may be the 
means of bringing the need for a definite 
program to a head. Seeking diversified 
opinion on the public relations situation 
The Eastern Underwriter obtained the 
following viewpoints: 

George Goodwin, Connecticut General 
—We are, naturally, very much inter- 
ested in the subject of public relations, 
and will be glad to see anything done 
which may tend to simplify and clarify 
policy coverage to improve the public 
understanding of accident and_ health 
insurance and to promote satisfied policy- 
holders, who form our best advertising 
medium. 

James N. Whitaker, Employers’ Lia- 
bility—In an A. & H. public relations 
program we would like to see accom- 
plished the selling of the coverage on 
a basis that would eliminate misunder- 
standings of coverage on the part of the 
ourchaser, thereby eliminating any diffi- 
culty that might arise at the time of 
claim in the future. 

S. C. Carroll, Mutual Benefit H. & A. 
—An A. & H. public relations program 
should endeavor to educate insurance 
people in other lines to the fact that 
the accident and health business pays 
more claims per exposure than any other 
line and keeps just as big, or greater, 
a percentage of these cases out of law- 
suits as does other insurance coverage. 

Joseph R. Lacy, Travelers—We hope 
such a program will accomplish this 
result: Spread to the public (men, women 
and youths) the necessity of accident in- 
surance that provides twenty-four hour 
coverage for all forms of accidents. 

Logan Bidle, Aetna Life—We do not 
know that any public relations program 
is contemplated but if it is adopted 
and carried out we hope that policies 
providing full coverage will be stressed. 


guest 


F. B. Alldredge, Occidental Life of 
Los Angeles— 

A public relations program, if launched, 
should seek to accomplish better service and 


more understandable relations on the part of 
the companies which would result in the public 
having a greater appreciation for, and under- 
standing of, not only the benefits of accident 
insurance, but the fundamental 
operations, For 
thoroughly understands the 
which 
toward 


claims 


and health 
principles of its instance, if 
more 
and claim 


operate, 


the public 
underwriting 
the companies 
applying for the 
will be more understanding. 

Better understanding of A. & H. 
should contribute greatly to a better standard 
of performance on the of the 
satisfaction and 


principles upon 
their reaction 


insurance and filing 


insurance 
companies, 


part 


and better claim persistency. 


Setter understanding and appreciation of A. & 
will, of increase the sale 


H. insurance course, 


result in 


of this type of insurance and should 
an increased production from year to year. 
The $5 Auto Accident Policy 
One of the trends in the past year 


and a half on the part of some compa- 
nies has been experimentation with the 
$5 auto accident policy. Mixed views 
greet anyone who dares to bring up this 
limited coverage for general discussion. 
The larger companies in the A. & H. 
field frankly do not care to sell it— 
their feeling being that it is a limited 
form of protection and that full coverage 
policies, free from restrictions, are far 
more satisfactory in the long run both 


from the company’s and public’s stand- 
point. Be that as it may here are a 
few opinions from those who favor the 
sale of the $5 policy: 
Company No. 1 

The $5 per year auto accident policy 
seems to give the public what it wants 
in that type of protection and, after 
all, the public should have something 
to say as to what it wants. We must 
admit that the reimbursement feature 
is very valuable and would be particu- 
larly so in connection with an auto- 
mobile accident, because in case of in- 
juries, the law in most states requires 
that the injured person be immediately 
taken to the hospital by the driver of 
the car or by witnesses or bystanders. 
Consequently, considerable expense re- 
sults and the reimbursement feature 
has a very valuable purpose. While 
this type of policy has not been written 
over a long enough period and of suffi- 
cient volume to give a true picture, 
it is my opinion that the premium 
of $5 will prove to be fairly adequate 
although I do not anticipate more than 
just a nominal profit. 


Company No. 2 


We have always thought well of the 
sale of the $5 auto accident policy, 
and our experience with this form has 
been good over many years. These pol- 


icies lead to the sale of full coverage 
contracts and are splendid to use in 
initiating new salesmen. 
Insurance Broker’s Viewpoint 
An insurance broker in New York City 
who 


has been successful to date in 


pushing the $5 policy makes these ob- 
servations: 

Any limited cover policy must be sold with 
possible care, to avoid the 
sibility of unintentional misrepresentation, or of 
In the case of the $5 auto 


the greatest pos- 
misunderstanding. 
accident policy, there being such a large number 
of automobile accidents, I would say the value 
But, I am sure, from an experience 
which goes back six days, many purchasers 
will be of the impression that railroad trains 
are included, etc., even though the salesman 
may stress the fact that one is only covered 
while driving or riding in a private or public 
automobile, or if struck or run over by an 
automobile. 

I only started mentioning this policy to those 
with whom I came in contact six days ago. I 
have made a few telephone calls, written five 
letters, and spoken to five men about it across 
table (in a very casual ‘“oh-by- 
the-way” manner). I have placed sixteen poli- 
cies And because I want to be sure 
that at no time, (now, or later,) will there be 
any misunderstanding, each bill accompanying 
note: 


is tops. 


the luncheon 


so far. 


the policies contains the following 
“This policy only covers while driving or 
riding in a private passenger or public auto- 
mobile, or if run over or struck by an 
automobile.” 

From the company standpoint, there is some 
advantage to this sort of policy. But, taking 
into consideration the small premium unit, cost 
of writing policy, etc., I think it is inadvisable 
for companies to market this type insurance. 

The $25 Per Week Policy 

The same broker says further: I have 
always felt, and quite generally have 
found, that if you sell “price” alone, your 
customer loses sight of the value of an 
article of quality slightly more expen- 
sive. Few intelligent persons would feel 
that a $5 policy is worth $25, and still 
some people who could afford a $25 
accident policy, will content themselves 
with a $5 substitute of more restricted 
coverage and hence, inferior quality. In 
other words, whether it be life insurance 
or any other commodity such as furni- 
ture or accident insurance, one may 
stress the need for the article and the 
quality behind it—and actually make a 
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The friendly service of our agents 
and our home office insures the 


confidence of our policyholders. 
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evidence of the fact that more and 
1¢ of the economic v, 














sale before the question of price arises 
in the mind of the prospect. | have 
frequently started for an office door after 
an interview, and have my man call 
me back with something like: “By the 
way, what company will this be in?” 


Effect of National Defense Program 


The effect of the National Defense 
program—and particularly compulsory 
military training—on the A. & H. busi- 
ness as it gets under way throughout 
the nation is one of the big subjects 
before accident insurance executives at 
this time. Cautiously and closely they 
are watching the situation develop—ex- 
pressing few opinions for publication. 
But here are several by way of indicat- 
ing the general effect of compulsory 
military training on accident and health 
insurance writings. 

The national defense program will, of 
course, affect existing and new accident 
insurance policyholders to the degree 
dependent on the age of those taken 
for active military training. Whether or 
not with the limited income that they 
will receive they will be able to con- 
tinue such insurances is, of course, ques- 
tionable, and it is rather difficult to give 
any expression of opinion on this partic- 
ular question until such time as the act 
is in its final form. It would seem that 
the only thing that can be said with 
any degree of certainty is that a very 
small sector of the business will be af- 
fected if the age limits are kept for 
active training to those age limits now 
contemplated, as that will take in only 
a small portion of the present com- 
mercial type of accident policyholders. 


New A. & H. Book 


(Continued from Page 27) 


in the selling and servicing of insurance. 
This activity needs to be planned. It is 
suggested that the agent spend a cer- 
tain amount of time with his own policy- 
holders, in a social way, such as occa- 
sional lunch engagements, when it will 
be possible to uncover their uninsured 
needs, or get some new names to use 
as prospects. But, it is pointed out, the 
busier the agent appears to be the bet- 
ter regard policyholders will have for 
him. “Never cease getting names ol 
people to call upon, and when a sale is 
made, if the new customer has_ been 
sponsored by somebody else, don't fail 
to tell the sponsor the sale was made 
and to thank him for the assistance, 
Mr. Miller urges. F 

Samples are given of letters that will 
help one to sell, mail enclosures are 
suggested and a form of analysis for 
accident and health insurance 1s pro 
vided. That it really is possible to sell 
accident and health insurance is proved 
by what some agents have done. One 
in Sterling, Ill, a town of 10,000 popt- 
lation, is a good example. In one dav 
he wrote 105 applications between 
a.m. and 9 p.m. A Cleveland insurance 
man sold 111 disability policies m @ 
week. Other examples are given. | 

Mr. Miller’s firm has been in business 
since 1906. He is a graduate of New 
York University and wrote a thesis en 
titled “The Insurance Broker” for his 
Master’s degree. 
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T. E. Barton Chicago 
Manager, U.S. Casualty 

TRANSFERS FROM MILWAUKEE 

With New Amsterdam Casualty for Past 


Years; Succeeds E. L, Stephen- 
wien son, Resigned 





The United States Casualty this week 
alled Thomas E. Barton, Jr., as man- 
ts Chicago branch office suc- 
L. Stephenson, who has re- 
signed. _ Mr. Barton’s appointment be- 
came effective August 1. Mr. Stephen- 
son’s plans, it is learned, will be an- 
nounced later. | 

For the past eighteen years Mr. Bar- 
ton has been connected with the New 
Amsterdam Casualty and he is recog- 
nized as one of the most capable field- 
men in the organization, For the past 
year and a half he has been stationed 
in Milwaukee in charge of a Wisconsin 
department branch office and it is from 
this post that he has been called for 
United States Casualty duty in Chicago. 
As is well known, the United States 
Casualty is affiliated with New Amster- 
dam Casualty. 

Mr. Barton started his career in the 
home office at Baltimore, being in the 
engineering and underwriting depart- 
ments. In 1930 he was sent to Phila- 
delphia as special agent, traveled Penn- 
sylvania for a year, and then became 
casualty department manager in the 
Cleveland branch of the New Amster- 
dam Casualty. Later he was promoted 
to assistant manager of the Ohio depart- 
ment which post he occupied until his 
further advancement to Milwaukee man- 
agership. On leaving Cleveland he was 
given a farewell dinner by northern Ohio 
agents and presented with gifts. 

D. K. Sando, assistant manager of the 
United States Casualty branch in Chi- 
cago, will continue in that capacity under 
Mr. Barton. He has been with the com- 
pany since November, 1937. 
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INSTITUTE PRIZES AWARDED 





Charles R. Jones, John F. Joyce, Jr, 
Mary C. Lannigan, Raymond J. 
Walsh, Alan E. Boles Honored 
The Insurance Institute of America has 

announced the following awards of $20 

each for the highest average in examin- 
ations on each of five branches of in- 
surance : 

The prize in the casualty branch went 
to Charles R. Jones, Indemnity of North 
America, Philadelphia, for his average of 
%% in the Casualty II examinations. 
Mr, Jones studied under the Insurance 
Society of Philadelphia. 

The prize in the fire branch was won 
by John F. Joyce, Jr., Chubb & Son, 
New York, 98% in the Fire I exam- 
mations. The prize in the life branch 
was awarded to Mary C. Lannigan, 
Guardian Life, New York, 89% in the 
Life I examinations. 

In the marine branch the prize went 
to Raymond J. Walsh, Chubb & Son, 
9% in the Marine II examinations. The 
Irize in the surety branch was awarded 
te Alan E. Boles, General Reinsurance 
Corp., New York, 96.5% in the Surety 1 
‘xaminations. Mr. Boles is the son of 
the General Reinsurance president. 

The last four students all studied un- 
der the Insurance Society of New York. 





LEBBY HAS NEW ANALYSIS 





California Specialist in Accident and 
Disability Insurance Promoting 
.... Non-Cancellable Forms 
William FE, Lebby, Los Angeles, gen- 

tral agent specializing in accident and 

disability insurance, who is California 

‘tate agent for Massachusetts Indemnity, 

aS a new analysis form, the purpose of 

which is to emphasize the value of non- 
ancellable and incontestible accident and 

a coverages in contrast with can- 

able forms. _The analysis provides 

— for reviewing three policies under 

; er headings including thirteen gen- 

Tal provisions. A column is provided 


Where references to parts of the polic 
tan be found. “— 


Stephenson’s Career 
E. L. Stephenson, who resigned as 
Chicago manager of the United States 


Casualty last week after several years 
in this post, has a seasoned background 
in casualty-surety production work. He 
demonstrated sales ability with the Fidel- 
ity & Casualty in New York City a num- 
ber of years ago and then took a Mid- 
west selling job with American States 
Insurance Co. of Indianapolis. This he 
occupied until his United States Casu- 
alty appointment in September, 1937. 
Mr. Stephenson served in the United 
a Marine Corps during World War 
No. . 


BONDING GUIDE PUBLISHED 





Harold F. Gee Brings Out New Book 
Designed for Agents Who Know 
Nothing About Suretyship 


Harold F. Gee, Indianapolis manager 
for Commercial Casualty, has written 
the Agent’s Bonding Guide, which is 
published by the Rough Notes Co., In- 
dianapolis, in pocket size, cloth bound, 
192 pages and sells for $1. It is de- 
signed for agents who don’t know any- 
thing about bonds. It tells why each 
of the various kinds of bonds is needed, 


and by whom; the reasons why certain 
bonds are desirable while others, appar- 
ently hazardous’ or 
troublesome from the surety’s stand- 


innocuous, are 


point. 

The quick reference chart in the book 
practically everything the agent 
needs to know to handle a particular 
bond. The author is a bonding man of 


lists 


seventeen years experience who, was a 
special agent and 
knows first hand problems faced by the 
general writing insurance agent in sell- 
ing bonds. 


casualty manager, 











Do We Need Glasses... ? 


e 


A man who is nearsighted sees only the things directly in front of his 
nose. The farsighted man sees only things at a distance. With which type 
of eyes do we look at our own business? 
Some of us seem to devote our whole existence to our own personal 
business problems—overlooking, or trusting others to take care of the 
distant, broader aspect of our business. Others see things in reversed posi- 
tions of importance. Correct “‘glasses’” would enable us to see everything 
in its proper proportion—and to realize that our business consists of both 
individual work and work for the betterment of our business as a whole. 
When we see things properly—we see the wisdom of joining our State 
Association of Insurance Agents. . 
In your State Association you will find brains, leadership, cooperative 
activity—the best insurance of your own future and the future of our 
business. In the interests of your clients’ security, your own security and 
your pocketbook—join, support and work with your State Association. 


e 


Published by the United States Fidelity E&* Guaranty Company and its affiliate, 
Fidelity €* Guaranty Fire Corporation. Home Offices: Baltimore, Maryland. 














Talks by Telephone 


COULD NOT LEAVE NEW YORK 

On Programs in Portland, Seattle and 

Possibly Idaho; Finds Company- 
Agent Cooperation Strong 


Ray Murphy, assistant general man 
ager Association of Casualty & Surety 
Kxecutives, addressed the annual con 
ventions of the Oregon Insurance Agents 
\ssociation and the Insurance Avcents 
League of Washington by telephone this 
week. He had planned to attend those 
conventions and address them in person 
but unavoidable circumstances required 


hy jhe 





Ray Murphy at his desk delivering by 
long distance telephone his address to 
Oregon agents’ convention 


his continued presence in New York. 
It was therefore necessary for him to 
cancel his trip to the Pacific Coast. 

Mr. Murphy’s talk to the Oregon 
agents in Portland was made August 
and lasted fifteen minutes. On August 8 


he addressed the Washington agents in 


Seattle. If telephone arrangements can 
be made he will talk to the idaho Asso- 
ciation of Insurance Agents when it 


August 12, 

In his Oregon address Mr. Murphy re- 
ported progress toward solution of the 
vexatious countersignature law problem. 
He also directed attention to compulsory 


meets 


automobile insurance legislation which 
he said will be a live issue in many 
forthcoming state legislatures. In his 
discussion of common company and pro- 


ducer problems he paid tribute to the 
work of Sidney O, Smith, president of 
the National Association of Insurance 
Agents, who was also on the program 
Countersignature Laws 
Declaring that there is increasing evi- 
dence of close cooperation between com- 


panies and agents, Mr. Murphy said: 
“Instances of this are the conferences 
between committees of producers and 
a committee of our association dealing 


with the difficult question of countersig- 


nature. An apparent victory for a high- 
ly restrictive countersignature law was 
recently achieved by the Virginia agents 
through a decision of the United States 


Supreme Court. An apparent victory for 
the companies against an even mort 
restrictive countersignature law was 
. Poe 
gained through a recent decision of a 
three Federal court in Montana 
You will note that I have used the words 
‘apparent victory’; I believe I do so 


judge 


advisedly For in the truer sense there 
can be no such thing as a ‘victory’ as 
between companies and agents So 
closely are their interests allied that all 
of us in the industry should be looking 
toward, and speaking of victories ovet 
common adversaries and common prob 
lems, rather than victories of compa 

ver agents, or of agents over com- 
panic 


“! can say with truth that most friend- 
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TWO JOINING TRAVELERS 


J. J. O'Connell to Be Supervising Under- 
writer for Fidelity and Surety; J. H. 
Dorsey Field Assistant at Cleveland 
Joseph J. O’Connell will become su- 

pervising underwriter for Travelers In- 

demnity in its new fidelity and surety 
department August 12 with headquar- 


ters at home office in Hartford. He is 
a graduate of law school and has been 
admitted to the Connecticut bar. From 


November, 1923, to March, 1925, he was 
employed as underwriter with the Hart- 
ford Accident & Indemnity in charge of 
court and probate bonds. 

J. Haynes Dorsey will become field 
assistant of fidelity and surety lines for 
the Travelers Indemnity at its Cleveland 
branch August 15. He is an alumnus 
of University of Maryland Law School 
and from 1929 until 1935 was attorney 
in the bonding claim division of Mary- 
land Casualty in Baltimore. In 1935 he 
became surety underwriter in charge of 
its surety department in Cleveland. 


Travelers Promotions 


Three field assistants of the casualty 
department of the Travelers have been 
promoted to assistant managerships of 
three Travelers branch offices. They are 
William J. Prime, who has been field 
assistant of the branch at Brooklyn, N. 
Y., with headquarters at Bay Shore, 
L. L., and he becomes assistant manager 
of the same branch and location. Gordon 
H. LaBelle, field assistant of the office 
at Grand Rapids, Michigan, with head- 
quarters at Kalamazoo, has been pro- 
moted to assistant manager there, and 
Floyd N, Abbott, formerly field assistant 
in the branch at Portland, Maine, has 
become assistant manager of the Port- 
land office. 

In the Travelers bonding department, 
McClung Smith of Park Ridge, Illinois, 
has been appointed assistant manager ot 
the company’s office at Kansas City, 
Missouri, and Bernard J. Nietschmann, 
Jr., of Greensboro, North Carolina, has 
become field assistant of the Chicago 
office. 


ly, constructive, and informative con- 
ferences, held from time to time, have 
brought about an understanding of re- 
spective positions and have considerably 
clarified the situation, and give real 
promise of removing one of the serious 
obstacles to that close cooperation which 
| have today emphasized as vital to the 
industry.” 
Compulsory Auto Situation 

On compulsory automobile insurance 
legislation Mr. Murphy said that lately 
such legislation has seemed to have the 
support of lawyers’ groups in some sec- 
tions. He emphasized: “Doubtless such 
interest is wholly unselfish and public- 
spirited, even though it.has been alleged 
that the certainty of recovery of damages 
in automobile accident cases might be 
greatly enhanced if there were an in- 
surance policy present in each case, and 
thus the lawyers’ fees more definitely 
assured, 

“Apologists for the Massachusetts law 
have lately made claim that it is now 
working in a satisfactory manner, but it 
seems doubtful indeed that if the Com- 
monwealth were not saddled now with 
compulsory automobile liability insur- 
ance, such a law could be re-enacted 
there. Massachusetts agents appear to 
be quite unhappy at the way it has 
worked for, or rather against, them. They 
emphasize that commissions have been 
reduced because of political pressure for 
reduced rates, which is probably a mate- 
rial result when insurance is made com- 
pulsory.” 

Aids to Education 

Mr. Murphy the 


spoke of financial 


support the Association of Casualty & 
Surety Executives is giving the efforts 
of the agents to begin, coordinate and 
administer a system of short courses 


in insurance for agents throughout the 
country. This, he said, is a fine example 
of the practical cooperation that is 
vital to the continued success of capital 
stock insurance companies and agents. 


United L. @ A.’s New Building 


A contract has just been awarded for 
the construction of a new home office 
building for the United Life & Acci- 
dent of Concord, N. H. 


The building will be erected on the 
bounded by Washington, White, 
Blanchard and North Essex Streets. This 


site 





tically a three-story 
northerly side. 

In plan the building is apPproximateh; 
114’ x 58’. A single large room on the 
first floor 112’ x 30’, well lighted on theo 
sides, takes care of the main clerical 
force of the company. This room a 
gether with five smaller rooms and the 
public entrance lobby occupy the entir: 


building on the 


Architect’s sketch of new home office building of United Life & Accident 
in Concord, N. H. 


location was occupied by the Durgin 
factory, which has been demolished to 
make way for the new structure, 

The exterior of the new building is of 
a simple type of Georgian architecture 
executed in red brick and painted wood 
trim. The only attempt at elaboration 
is the colonnaded main entrance portico. 

The building has been placed on the 
lot to face the corner of Washington 
and White Streets, which makes for not 
only an interesting but also a practical 
use of the property, and provides gen- 
erous parking facilities for employes at 
the rear of the building, together with 
ample space for future expansion. 

Description of Building 

Two stories high in front, the natural 
contours of the land results in a base- 
ment which is only slightly below the 
grade at the rear, making what is prac- 


Compensation Board Gives 
New Rules of Procedure 


Members of the Compensation Insur- 
ance Rating Board, New York, have been 
requested to observe the following pro- 
cedure when endorsing New York cov- 
erage on policies insuring operations in 
other states: 

Where New York coverage is endorsed on an 
interstate policy insuring a risk which is 
rating in New York the appropriate 

New York shall be 
published by the Board on the last 
risk, 

York coverage is endorsed on an 
risk 
New York the appropriate 

coverage shall be 
date of the 


sub- 
ject to 
rates for coverage those 
rating 
anniversary of the 
Where New 


interstate policy insuring a which is not 
to rating in 
New York 


in force on the effective 


subject 
rates for those 
endorse- 
ment. 


In the 
coverage for New York operations, a 
the Declarations must be filed with the Rating 


case of interstate policies providing 


copy of 
Soard showing the effective date of the master 
policy. 

The pro rata portion of the appropriate loss 
and expense constant or minimum premium shall 


be applicable under items 1 and 2 above. 


DECLARES DIVIDEND 
The New Amsterdam Casualty has de 
clared a dividend of 40 cents a share 
on the capital stock, payable October 1 
to stockholders of record on August 26. 


first floor. The second floor is give! 
over to executive activities and the base- 
ment provides space for mechanica 
equipment, locker and _ toilet rooms for 
employes and various other requirements 
of the company. The building is of fire. 
proof construction with the exception oi 
the roof. The building contains som 
unusual features which are new to Con- 
cord. No plaster is used, its place being 
taken by a composition wall board suit: 
able for partitions as well as wall treat- 
ment, All partitions are easily move. 
able. 

Fluorescent lighting will be used and 
the entire building will be mechanically 
ventilated, Floors will be of rubber til 
and linoleum. The ceilings will be treat- 
ed with sound absorbing material. 

The architects are the Thomas M 
Tames Co. of Boston, associated witl 
Lyford & Magenau of Concord. The 
general contractor is William T. Pow- 
ers of Concord, N. H. 


Arkansas School 
(Continued from Page 27) 


Lunt’s second lecture and talks by W.L 
Falk, Royal-Liverpool brokerage depart: 
ment manager, New York; J. Dewey 
Dorsett, casualty manager, Association 
of Casualty & Surety Executives; anc 
Thos. T, Wilson, representing the U.5 
F. & G. at Little Rock. That evening 
Allen Kennedy, prominent local agent 
of Arkansas, presided at a meeting will 
Terence F. Cunneen, insurance managet 
Chamber of Commerce of the Unite 
States, as the guest speaker. On the 
fourth day the speakers included H. W 
Melville, marine department manage 
American of Newark; W. L. Falk; Dr 
Harry J, Loman, professor of insuranct 
and associate dean, Wharton Schoo 
of University of Pennsylvania. 

The final day of the school brought 
to the platform Spencer Welton, vice 
president, Massachusetts Bonding, whose 
talk is reviewed in this issue; James 
Graham, Chicago manager, United States 
Aviation Underwriters; H. W Melville 
and Richard A. McLarry, Dallas loca 
agent representing Home of New York 

H. M. RAWLINGS ADVANCED 

Henry Miller Rawlings, assistant se 
retary, Guarantee Co. of North America 
at a recent meeting of directors held 
in Montreal, was elected to the boar? 
and appointed second vice-president. 
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